


Let’s Get Back to Earth! There is profit 
for you in this idea—profit in dollars not self- 
ishly sought—and profit from the good you 
are doing others in promoting this idea. 


Let’s get a clearer view of things—a saner 
understanding of the real facts in order 
to better realize that we are not so badly 
off as some of us think we are. 


Cold figures and hard facts are important. 
For example, in 1914 our per capita in- 
come was $360.00. In 1931 it was $562.00. 
Total retail trade in 1914 was estimated 
at $22,000,000,000. In 1931 it was around 
$40,000,000,000. Bank deposits were much 
greater in 1931 than in 1914—so were savings 
accounts. Even if we compare 1931 with 
the fairly prosperous years of 1923 and 
1924 we find ourselves ahead, in the midst 
of depression, on many important counts. 
There are many, many comparisons that 
could be made. On the whole, they remind 
us emphatically that we are progressing 
with amazing rapidity (from the historical 
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standpoint) to higher and higher planes 
of well being. True, we slip back a few 
notches at times—but only to catch our 
breath, and to get ourselves adjusted for 
fresh advances. 


And in the midst of our trials and 
troubles there is one old character that 
hasn’t changed a bit- MOTHER NATURE! 


Mother Nature just keeps right on 
a-smilin’. She hasn’t taken away the 
sun—she hasn’t taken away the rain and 
she’s kept the good old pay dirt intact 
in the garden. Mother Nature has a heap 
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of things in store for all of us. There’s 
a pack of health, happiness and pleasure 
stored up for those who will get out 
in the suishine and fresh air—brush 
aside cares and worries and find for 
themselves the good things in a garden 


of their own. 


Spread the gospel of this idea. It is just 
another step towards prosperity .. . Do 
. Let’s Get Back to Earth! 


Vswtmenaiaal 


President, The American Fork & Hoe Co. 


your part. 
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Quality in chain is the measure of its safety. A 
chain that looks perfect may break under crucial 
service. That is why the reputation of the manu- 
facturer is of great importance when you recom- 









mend a particular brand of chain. 

The American Chain Company for many years 
has been the world’s largest manufacturer of welded 
and weldless chain. *‘ACCO”’ is the symbol of qual- 
iy. f ity in chain .. . quality which is the result of supe- 
SASH CHAIN rior methods in the art of chain-making. Every CHAIN RACK 
inch of ACCO Chain is thoroughly inspected. Chain 
intended for use wherever safety is a factor is proved 
on modern testing machine. 

**ACCO” is a good name for a good product. 































CHAIN FOR ALL PURPOSES 





AMERICAN CHAIN COMPANY, Inc. 


BRIDGEPORT, CONNECTICUT 


Be 
ss 


WORLD’S LARGEST MANUFACTURERS OF WELDED AND WELDLESS CHAIN 
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LOOK AT THE FEATURES IN 
THE NEW UNIVERSAL MIXER 


THREE-SPEED 
JUICE EXTRACTOR VENTILATED 
ATTACHED 


INDIVIDUAL 
BEATERS DRAIN 
IN MIXING BOWL 





Jade green mixing bowls are 


MOTOR AND ss ‘ / 
: light, easily cleaned, sanita 
EmOlUr A at sy oN BEATERS 4 rae Pr 
UNBREAKABLE A : oy LIFT FROM and unbreakaDie. 
MIXING BOWL 7 - 3" } STAND AND —" 
x Src MAY BE USED 
SEPARATELY 


UNBREAKABLE 
BOWL OF 
EXTRA DEPTH . 


JUICE 
EXTRACTOR 





Mixer lifts from stand and 
may be used anywhere with 
any bowl or pan. 


Jj | ri 


MIXING BOWL TURNS ITSELF BEVERAGE 
ON REVOLVING PLATFORM MIXER 





Tilts back to drain and also lifts from the stand 
to be used anywhere with any bowl or pan. The 





only Mixer that combines these two great features. saaiiaaslamaoilitin 
Built with more power, more beauty, more uses. ee 
Finished in jade green. Acid resisting enamel. / 

Unbreakable bowls. Rotary tray. 

Chromium plated beaters. Rubber feet. 





$18.75 LIST ae = 


LANDERS, FRARY & CLARK 
NEW BRITAIN ; CONNECTICUT 
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OSTONEWOVEN 


TESRSCUIBG, 


THE BOSTON LINE 
OF GARDEN HOSE 


A Standard Brand for Every Need. 
A Grade for Every Purse. 
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BOSTON WOVEN HOSE 


MAKERS OF QUALITY RUBBER 
Works: Cambridge, Massachusetts 
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GOOD LUCK JAR RUBBERS 


Highest quality jar rubber made. More 
sold than any other kind. Sells at 10c. a 
dozen, returning you an excellent profit. 
Two gross (24 cartons) in full color dis- 
play container. Used by experts — pre- 
ferred by every home canner for 20 years. 
Nationally advertised 





























BULL DOG FRICTION TAPE 
Known everywhere by name and recog- 
nized as the standard friction tape of the 
country. Nationally advertised. In 1, 2, 
4 and 8 ounce rolls: in full color cartons 
all packed in handsome full color display 
containers. 


THE BOSTON NOZZLE 


The most imitated nozzle on the market. 
Never equalled in quality. Each nozzle 
packed in a separate carton. 12 cartons 
in ful] color lithographed display package. 
The fastest selling nozzle in the world. BOSTON NOZ7ZLI 


\PERTECT SPRAY NOZZLE @& 


BOSTON WOVEN HOSE & RUBBER | 
« ri 


GOOD LUCK HOSE WASHERS 


Good Luck Hose Washers sell for 10c. a 
package, showing you a splendid profit. 
Two gross (24 cartons) in display con- 
tainer as shown. 


& RUBBER COMPANY 


GOODS FOR FIFTY YEARS 


Postal Address: Box 5077, Boston, Massachusetts 
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AMERICAN GAS MACHINE CO., INC. 


ALBERT LEA, MINN. 








AMERICAN GAS MACHINE CO. 
ANNOUNCES STA-CLEAN GEN- 
ERATOR FOR KITCHENKOOKS 
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Kid Sta-Klean Knocks Out Old Man Carbon. 








Kitchenkooks Now Equipped with 
Rustproof “Everdur” Fuel Tanks 


New Material, 96% Copper, 
Resists Acids, Rust and 
Corrosion. 


Metallurgists have at last 
succeeded in developing the 
perfect material for gasoline 
pressure fuel tanks. Kitchen- 
kook stove tanks are now 
made of that material. The 
new metal is called Everdur, 
and is composed of 96% 
copper, 3% silicon and 1% 
manganese. 


As soon as Everdur metal 
became available it was 
thoroughly tested by Amer- 
ican engineers. These tests, 
while extending only over a 
few weeks, gave the tanks 
more punishment than they 
would get in a lifetime of 
service. They were placed in 








New Pressure Stove Generator 


Is Practically Carbon Proot 


Now Regular Equipment on All 
Current Model Kitchenkooks 


ALBERT LEA, MINN. 
Hailed as the greatest im- 
provement in the history of 
gasoline pressure stoves, the 
new Sta-Klean generator is 
announced by the American 
Gas Machine Company. 

H. C. Hanson, president 
and general manager of the 
company, says: 


“The Sta-Klean generator 


is the result of many years 
of research and experiment- 
ing by American engineers 
and is without question the 
most important improvement 
since the American Kitchen- 
kook was first placed on the 
market twenty years ago. 
“The greatest problem the 
engineering department has 





disappointment from a man- 
ufacturing standpoint, as no 
tools could be found which 
would stand up for more 
than a few operations, which 
made the cost prohibitive. 

“Early in 1931 we at- 
tempted to make a lot of 100 
generators from the new 
metal for testing purposes. 
Many valuable dies were 
ruined, and only about half 
of the generators could be 
used. These were given to 
our salesmen with instruc- 
tions to install them in 
stoves where they would be 
put to the most severe tests. 

“After ten months’ use, 
many of them in all-night 
restaurants where they were 





STA—K CLEAN 
















powerful acid solutions to 
determine their resistance to 
attacks of acid contained in 
gasoline. They were kept 
in salt spray for weeks for 
rust resisting properties. 
They were tested for 
strength under tremendous 
air pressure. , 


Everdur tanks came 
through every test with fly- 
ing colors. Kitchenkook 
tahks are made of an extra 
heavy gauge of this new 
alloy. 





had’to wrestle with during 
all these years has been the 
elimination of carbon from 
the generator. Early ex- 
periments disclosed the fact 
that some metals would at- 
tract more carbon than oth- 
ers, and after years of ex- 
perimenting and tests, the 
steel generator which has 
been used on Kitchenkooks 
for the past fourteen years 
was adopted. 

“In 1930 a new alloy was 
discovered which practically 
eliminated carbon. The new 
metal, however, was a great 





in constant service, most of 
these generators were col- 
lected and returned to us 
with most gratifying reports. 
None of them had _. been 
cleaned during the_ test 
period, and every one was in 
perfect condition when re- 
turned. 

“The manufacturing prob- 
lem has in the meantime 
been overcome, and we are 
indeed pleased that we are 
now able to offer this won- 


















































All current 
kooks are 
Klean generators, effective April 
1. Illustrated at the left are five 
popular numbers. 
der today. 


American Gas Machine Co. 


Brooklyn, N. Y. 


derful improvement in our 
Kitchenkooks.”’ 
model Kitchen- 


equipped with Sta- 


Mail your or- 


(Inc. 


Albert Lea, Minn. 
Oakiand, Cal. 
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right. sets the value standard at 
this price. Harmonizing shades of 
brown. Gasoline Model, $89.75 


$6930 Washers 


The Horton Emerald, possessing 
every worth-while feature ever 
offered. Harmonizing shades of 
green. Gasoline Model, $99.75 


$8950 


The Morton Perfect 36, standard 
yearer of the line. Choice of three 








color combinations. Gasoline 


{ 


Model, $119.75. Also available in 
DeLuxe Model, nickeled frame 
white porcelain tub, black base 
at $99.75 


Priced in the range of today’s market require- 
ments, the new Horton line offers the greatest 
dollar-for-dollar values in Our 61 vears’ experi- 
ence. Features like the following give Horton 
dealers the extra merchandising power which 


makes profitable sales: 


OVER-SIZED TUBS, 

SECURELY CLAMPED TO FRAME. 
NO BOLTS THROUGH TUB; 

CUSHIONED IN RUBBER, 

PORCELAIN, INSIDE AND OUT 
FUSED ON ARMCO 

MECHANISM SEALED AT FACTORY 
AGAINST NEED OF SERVICE 

SPECIAL SUBMERGED AGITATORS 


LATEST TYPE PRESSURE CLEANSING 
WRINGER, FULL BALLOON ROLLS 


Check every eraeiti mel am plolucelimaelerieatra ares mm care 
will realize that orer three-score years” expe- 
rience does count: that Horton. builder of 
America's first washing machine, continues to Every merchant who recognizes that’ it takes 
lead in quality. For details of dealer franchise, more than price to sell washers should check 
isk your jobber or write direct to factory the plus values embodied in the Horton line. 
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HORTON MANUFACTURING COMPANY, 402 FRY STREET FORT WAYNE, INDIANA 
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NEW FLOATING 
BARREL 














MODEL 32 


The first American made over-and- 
under two-barrel shotgun. 


RETAIL PRICE 








$7500 





DELIVERIES JUNE 15? 


egies price? Far from it. This is an over-and-under 
gun. American sportsmen who could afford it, have 
gladly paid from $500 to $1500 for European made over- 
and-under guns that were inferior to this new Remington. 


The superiority of this type of gun has long been recog- 
nized, and now Remington, with the first American made 
over-and-under, has knocked the price tradition into a 
cocked hat. 


The new Remington Over-and-Under with automatic ejec- 











This Remington will be hailed as the greatest achievement 
in American gun development since the breech loader. 
Our advertising will spread the news like wildfire. Popu- 
larity is assured. Display it well. Emphasize its striking 
merit... its phenonienal price. Sportsmen will travel miles 
to the first store that hds a stock on hand. It will sell on sight. 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 
25 BROADWAY NEW YORE CITY 


© 1932 R. A. Co. 4474 
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KLEANBORE .22’s 

Short, long, and long rifle—Silvadry 
(ungreased) and Lead Lubricated 
bullets in Hi-Speed and regular car- 
tridges. Hollow points for extra shock- 
ing power. Patented, non-mercuric 
priming mixture prevents deterioration. 
No other non-corrosive cartridges stand 
up as well under heat and dampness. 


fos This attractive dis- 
play in full colors, 
size 22x17", 


be sent free on request. 
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MODEL 34 
Rustless chromium plate 
on bolt, bolt-handle, and trig- 
ger. Fitted with special full-size 
military-style stock and fore-end 
of genuine black walnut. 
RETAIL PRICE 


$13;25 





T’S been many years since you could offer 
I a repeating rifle of this quality at so low 
a price. There’s no value in a similar type 
of rifle to equal it today. 


The construction of Model 34 is simple and 
durable. It handles Hi-Speed cartridges— 
even the .22 long rifle Palma Hi-Speed. 
Feeding is positive, in direct line with the 
chamber. It cocks on opening the bolt. The 
action is smooth and easy, and the bolt may 
be readily removed without dismounting the 
rifle. Has special safety features. 


Here’s a companion to the Model 33 single 
shot. These two new rifles will step up your 
gun sales if you'll go after the business. Don’t 
forget that every one of these rifles you sell 
builds up a steady demand for Kleanbore .22’s. 


Deliveries on the Model 34 will be made in 
June. Place advance orders with your job- 
ber’s salesman, and be sure to have a stock 
on hand when national advertising starts 
shooters looking for the Model 34. 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 


25 Broadway New York City 


The Greatest Value Ever Offered 
The Remington Standard American Dollar Pocket Knife 
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MODEL 32 


The first American made over-and- 
under two-barrel shotgun. 


RETAIL PRICE 


$7 5.00 























DELIVERIES JUNE 15? 


. ee price? Far from it. This is an over-and-under 
gun. American sportsmen who could afford it, have 
gladly paid from $500 to $1500 for European made over- 
and-under guns that were inferior to this new Remington. 


The superiority of this type of gun has long been recog- 
nized, and now Remington, with the first American made 
over-and-under, has knocked the price tradition into a 
cocked hat. 








The new Remington Over-and-Under with automatic ejec- 





This Remington will be hailed as the greatest achievement 
in American gun development since the breech loader. 
Our advertising will spread the news like wildfire. Popu- 
larity is assured. Display it well. Emphasize its striking 
merit ...its phenonienal price. Sportsmen will travel miles 
to the first store that hds a stock on hand. It will sell on sight. 






NEW FLOATING 
BARREL 











REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 
25 BROADWAY NEW YORE CITY 


© 1932 R. A. Co. 4474 
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KLEANBORE .22’s 


Short, long, and long rifle—Silvadry 
(ungreased) and Lead Lubricated 
bullets in Hi-Speed and regular car- 
tridges. Hollow points for extra shock- 
ing power. Patented, non-mercuric 
priming mixture prevents deterioration. 
No other non-corrosive cartridges stand 
up as well under heat and dampness. 


This attractive dis- 
play in full colors, 
size 22% 17%", 
sent free on request. 
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MODEL 34 


Rustless chromium plate 
on bolt, bolt-handle, and trig- 
ger. Fitted with special full-size 
military-style stock and fore-end 
of genuine black walnut. 
RETAIL PRICE 


$13:5 





T'S been many years since you could offer 
I a repeating rifle of this quality at so low 
a price. There’s no value in a similar type 
of rifle to equal it today. 


The construction of Model 34 is simple and 
durable. It handles Hi-Speed cartridges— 
even the .22 long rifle Palma Hi-Speed. 
Feeding is positive, in direct line with the 
chamber. It cocks on opening the bolt. The 
action is smooth and easy, and the bolt may 
be readily removed without dismounting the 
rifle. Has special safety features. 


Here’s a companion to the Model 33 single 
shot. These two new rifles will step up your 
gun sales if you'll go after the business. Don’t 
forget that every one of these rifles you sell 
buildsup a steady demand for Kleanbore .22’s. 


Deliveries on the Model 34 will be made in 
June. Place advance orders with your job- 
ber’s salesman, and be sure to have a stock 
on hand when national advertising starts 
shooters looking for the Model 34. 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 


25 Broadway New York City 


The Greatest Value Ever Offered 
The Remington Standard American Dollar Pocket Knife 


©1932 A Co 








Ideal is the name for it . . . “Perfect” is what farmers who 
use Columbian Hay Fork Rope say about it. 

Running over pulleys, carrying a load is a hardship for any rope. 
Because Columbian is so tough and is especially lubricated for such 
work, it is out-wearing other ropes used for this purpose. It is the most 
serviceable Hay Fork Rope made. } 

Farmers find that it is not a one season rope. Neither is it a fair- 
weather rope. No matter how wet it becomes, Columbian is flexible and 
runs over pulleys like dry rope. This is because of the exclusive Colum- 
bian waterproofing process which makes Columbian the most flexible 
rope on the market, regardless of conditions. 

Sell your Hay Fork Rope customers—Columbian. Remember its 
famous Guarantee protects both you and the user. 


COLUMBIAN ROPE CO., Auburn, N. Y., “‘The Cordage City’’ 


Branches :— New York Chicago Boston New Orleans 


COLUMBIAN*: ROPE 
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other foods 


“eas Sy as pie” 


‘ with this 


PYREX 
PIE PLATE 











Halibuot steak 


Baked sausage 
Sliced hum Buked purk chugs Baked hank 
Scalloped oysters Cornbread Cinnamon bans 
Gingerbread) Dutch apple cake Apricot whip 

Pineapple omelet Apple dumplings 
Baked mushrounmn Candied aweet potutoca 
Stuffed artichokes 


Stuffed onions 
Butterscotch biscuits 


“ T 

Not f8 ... but 28 . . . 38 foods,” the 
good cooks all shout in our ears. But we're 
au conservative crew, and we stop at 18. 
You can add more if you like! 

And you probably will. For, as every- 
one knows, the Pyrex Pie Plate is a re- 
markably handy dish. So useful that 
many ladies who start out with only a 
Pie Plate soon have a good-sized collec- 
tion of Pyrex Brand Ovenware, 

For even the good-natured Pie Plate. 
can cook only one food at a time! Lf you. 
want to save gas by cooking whole meals 
at once, in the oven... you'll need 2...3 

. or 4 Pyrex dishes. 

“Save gas” . if those thrifty words 
sound good to you, let us know and we'll 
tell you how. Mail the coupon below, and 
await the postman’s return! 

Pyrex Ware-carries a two-year replace- 
ment guarantee against breakage from 
oven heat. Ps ; 


FREE... BOOK OF 30 MENUS, Whole meuls baked 
in 20, 30, or 46 minutes. Mlustrated price list of all 
Pyrex dishes. Corning Glass Works, Dept. 0000, 
Corning, N. Y. 








Name 
(Viease print same) 
Address 
HH ays ie the rewintered trade-mark of Uo: rang Clase 


Works and indic olen their brand of resistant # Pecos 
slightly bigher ip the West and Canada. 
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No wonder this Pyrex Pie Plate 
moves so fast 


E called it A pie plate but it refused to remain one. Too 

handy. It didn’t take much ingenuity on the part of 

women to find new uses for it either. It’s a “natural” in the 

kitchen for almost any food. It’s just as much a “natural” in your 
store for quick sales. 


So useful is this Pyrex Brand Pie Plate that many house- 
wives who start out with only one pie plate soon have a good- 
sized collection of Pyrex Brand Ovenware. 


Nothing like the Pyrex Pie Plate to convince them of the use- 
fulness of other Pyrex Dishes, too. 


This month the advertisement at the left is featured in the lead- 
ing women’s magazines. Here’s the roll call of active salesmen 
in your employ: Woman’s Home Companion, Delineator, Farm- 
er’s Wife, Better Homes & Gardens, Good Housekeeping and 
American Cookery. Every one of them means business! 

* 2 8 
How are you stocked with Pyrex Pie Plates? Better take a 
quick inventory and avoid the chance of running short this 
month. Pyrex Pie Plates come in 5 sizes, from 4%" x1%” to 1112” 
x12”. Retail prices from 25¢ to $1.10. Also one size hexagonal 
shape. Order from your jobber today. 
“Pyrex” is the registered trade-mark of Corning Glass 


Works and indicates their brand of resistant glass. 
Prices slightly higher in the West and Canada. 


PYREX pe erates 


CORNING GLASS WORKS .. . CORNING, N. Y. 
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SELF-MEASURED 


EASY TO HANDLE—EASY TO SELL 


Sun-Red Edge Screen Cloth is easy to handle because, 
being permanently self-measured every six inches, it 
saves time in measuring and mistakes in cutting. 


Sun-Red Edge Screen Cloth is easy to sell because the 

Red Edge serves a double purpose —it is our Honor 

Mark, a clear identification for customers, — and it 

also prevents the selvage wires from rusting under 

nailing strips. No other make has a Sun-Red Edge. 

It insures full protection to your customers] and 
full profit to yourself. 


Our line includes Sun-Red Edge AluminA, 
Black Painted and Bronze. 


Write your Jobber for details and 
sales helps. 


REYNOLDS WIRE CO. 
DIXON, ILLINOIS 
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THE ROLLATOR 


A roller rolls and there’s 
ice..that’s all there is to 
the powerful, smooth 
operationof the Norge 
Rollator. Itis simple, 
with only three moving 
parts..almost everlasting. 
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* Last year, 1931, almost 50% of the total increase in unit sales in the re- 
frigeration industry was a Norge increase. 

More than 65% of the total dol/ar value increase in refrigeration sales 
was a Norge increase. 

Electric Refrigeration News of February 24, 1932, reported these increases 
for the industry: 115,000 units in 1931 over 1930; $15,220,000 in 1931 over 1930 
e Norge sales in 1931 increased 52,000 units over 1930; the dollar val f 
Norgé sales increased $10,000,000 in 1931 over 1930. 

Compare the above figures...they prove the public wanted the superior 
advantages of Rollator Refrigeration and more of them bought Norge than 
any other single make of refrigerator. 

This year the public demand for the extra cooling power of Rollator Re- 
frigeration keeps right on growing. For every Rollator that is rolling, making 
ice and giving unwavering refrigeration in somebody’s home, a Norge dealer 
made a profit. 

It was a profit he didn’t have to put back in excessivé service calls, one he 

didn’t have to see washed away in keeping up a staff of mechanical specialists. 
It was a bankable profit...and not only that, but his Rollator customers are 
so well pleased with the constant unfailing results of their Norge, that their 
word of mouth advertising makcs his new sales come easy. 
e Norge is a short line of package merchandise. An effective advertising and 
merchandising program supports it and it has the backing of a powerful and 
responsible manufacturer. Norge discounts assure profits that interest every 
progressive dealer who investigates. 

Full details of the Norge Dealer Plan on request. 


NORGE CORPORATION, 656 E. Woodbridge St., Detroit, Mich. 


Norge Corporation is a division’of Borg-Warner Corporation, one of the world’s largest makers of 
precision parts, including aut tive free wheeling 























































Thirsty Joe Spends His Dough . . . . . . And That Means Money to You 








IFES EVEREDY AD IN 
» LIBERTY OR ONE OF 
23 LEADING NEWSPAPERS 
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ZeRe's THE AD --- NO 
WONDER IT GOT HIS 
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(gees JUMBO AD 
EI (FURNISHED FREE BY 
EVEREDY) ON YOUR WINDOW 


1 yates IN AND BUYS 
EVEREDY GEAR TOP 
CAPPER AND SYPHON FILTER 























“Jumbo Ads” for Your Windows Will Bring 


You Extra Sales from Everedy’s New 


National Advertising Campaign 


Read the details below--then mail the 
coupon so you'll be right in line 
for the extra profits 


ERE’S the best news you’ve 

had in years. News about 
Everedy’s 1932 national advertising 
campaign. News that means money 
in your pocket. 

Beginning early in June, and run- 
ing right through the thirsty 
months of July and August, Ever- 
edy’s advertising will appear in 
Liberty Magazine and on the sport- 
ing pages of newspapers in 20 leading 
cities throughout the country. Think 
of it! The total circulation of this 
advertising will be more than eight 
million. 

And you can make this advertis- 
ing your own advertising—make it 
produce new customers, new sales, 
new profits for you. How? Just mail 
the coupon. To paste in your win- 
dows, Everedy will send you Jumbo- 














Everedy’s Campaign to Reach 
8,000,000 Thirsty Readers 
ff OR re ee rrr 2,410,566 
Baltimore, Md., News............. 155,774 
Boston, Mass., American........... 253,320 
Cbcnee, TE. INOWS. ...20cccreee . 412,007 
Cleveland, O., Plain Dealer......... 206,755 

ONest, DEREM.. RAMOS... ccccccsccse 272,671 
Hartford, Conn., Times............ 59,098 
Kansas City, eee . 290,914 
Kansas City, Mo., Times........... 289,480 
Los Angeles, Cal., Examiner...... 206,570 
Louisville, Ky., Courier Journal..... 98,077 
Louisville, Ky., Times............. 100,605 

ilwaukee, Wis., Wisconsin News... 99,513 
Milwaukee, Wis., Sentinel.......... 80,727 
Minneapolis, Minn., Journal...... . 120,730 
New Orleans, La., Times-Picayune... 100,397 
New York, N. Y., News........... 1,343,856 
Philadelphia, Pa., Bulletin.......... 552,190 
Pittsburgh, Pa., Post-Gazette....... 221,923 
Portland, Ore., —. eee 107,562 
San Francisco, Cal., Examiner...... 185,975 
St. Louis, Mo., Globe-Democrat..... 261,222 
Se. Paul, Minn., News............- 82,690 
Seattle, Wash., Times.............. 96,102 

ta eee Codtcaciel 8,008,292 














sized copies of the advertising with 
the words “As Advertised’ across 
the top and “Buy Yours Here” 
across the bottom (the actual size of 
these “Jumbo Ads” is 12 inches wide 
x 21% inches deep). 

You know what will happen then. 
Thirsty Joes who have seen Ever- 
edy’s advertising will see the Jumbo 
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FREDERICK > MARYLAND 


Everedy Products are Sold by Leading Jobbers Everywhere 
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Prices Slightly Higher in FarWest and Canada 





Here's Real Selling Help “wi You 








Ads on your windows and come 
right in to buy from you. 


Featured in this advertising are 
two of Everedy’s best bets for 1932 
—the new No. 150 Gear Top Capper 
and the famous Everedy Syphon 
Filter. Made with the new, inde- 
structible U-Beam steel post, the 
No. 150 Capper is priced in the ad- 
vertising at $1.29 ($1.39 in the Far 
West). And the Syphon Filter, which 
syphons and filters in one quick, easy 
operation, is priced at $1. Real sales 
getters, both of them—and the trade 
prices to you give you a real profit 
on every sale. 

Don’t be caught short when the 
national campaign starts. Be sure 
you have plenty of these two items 
in stock. Place an order with your 
jobber for Everedy Gear Top Cap- 
pers and Everedy Syphon Filters 
right now. ~ 

Be sure, too, to have Everedy’s 
Jumbo Ads pasted up in your win- 
dows while the national advertising 
is running. You'll quickly see how 
they swell your sales. Mail the coupon 


for your FREE Jumbo Ads NOW! 


MAIL THIS COUPON NOW 


SEE EE eS MI a ee ee ee ee ee 
THE EVEREDY COMPANY 
FREDERICK, MARYLAND 

Please send meé................:0+ of your Jumbo Ads so I 
can cash in on your National Advertising Campaign 
by displaying them in my windows while the adver- 
tising is appearing during June, July, and August. 


Name...... 

Address 

City State 

My Everedy Jobber is:........ iatacond — 
HARDWARE AGE 
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@ THE MyLes STANDISH BATH- 
ROOM OuTFIT is one of the best 
sellers because it can be used not 
only in a large room, as shown, 
but in limited or even cramped 
space. The Myles Standish Bath- 
room is representative of the bath- 
rooms shown in HUMPHRYES 
Easy-To-Use Catalog. 








Heve is the Way » PACKAGED BATHROOMS 
Ready foe Your Customers 


» » » The only reason you haven’t sold 


OU don’t have to know plumbing to sell 

a lot of HumpHryYEs Mirarp Bathrooms 
in a year. Order the complete outfit by one 
figure number and it comes packaged ready for 
the customer from your jobber. » » » Bath- 
room Outfits mean money—both in volume 
sales and profits. They offer you an immediate 
way to increased earnings in your business to- 


HUMPHRYES MIRARD Plumbing 


day. 
Plumbing Fixtures before is that you felt that 
you had to know a lot of technical plumbing 
information. Humpbhryes has very definitely 
removed that reason and opened the way for 
you to do the same kind of good merchandising 
on Plumbing Fixtures that you have done on 


other lines. » » » » » » » » 


Fixtures 





L382 Start the ball rolling—now is the time 
SO YEARS to join this progressive, profitable 

OF movement. Use the coupon and get 
ees your copy of the easy-to-use catalog. 





THE HUMPHRYES MANUFACTURING CO. 
Mansfield, Ohio. 


Please send me one of your easy-to-use catalogs. 


Name — nS See 





(oo ene 


State _ 12. ar ee EE Sere giocot es 





Jobber. ee ee Sor ates oe Be 
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Miscellaneous 


a WIRE NAILS 
& WIRE BRADS 
In Attractive 
Packages 


Full Stocks Assure Fast Service 


The illustration will give you an idea of the immense stock of 
American Wire Nails which we have on hand at strategic points 
throughout the country. American Wire Nails are loyal servants 
as they embody all factors that make for perfection. 


Your customers’ satisfaction is. assured when you sell American 
Wire Nails as carpenters and all nail users are always satisfied 
with nails they can depend Upon. Write for full particulars re- 
garding American Wire Nails, Pearson Cement Coated Nails, 
American Wire Tacks and Peerless Tacks. 


AMERICAN STEEL & WIRE COMPANY 


208 South LaSalle Street, Chicago SUBSIDIARY OF unrren RS srares STEEL CORPORATION And All Principal Cities 
Pacifie Coast Distributors. Columbia Stee! Company, Russ Building, San Francisco Export Distributors: United States Steel Products Company, New York 
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NEW VOSS $ 719 50 $89.50 


MODEL E-76 RETAIL and South 











Amid. FIRST: 
all- porcelain masher 


VOSS was first to duplicate hand-washing action; first to 
offer a CORRUGATED porcelain enamel tub; first to 
recognize and supply the demand for a quality washer at a 


low price; first to advertise in national publications a washer 
selling for less than $90.00. 


And Now... FIRST Again! - 


This time, with a beautiful ALL-PORCELAIN Washer 
(except wringer and short legs). The new Model E-76 
with its gleaming porcelain surface, has 100% “eye- 
appeal”, plus VOSS quality and washing efficiency. 

















It was designed especially for those dealers who want to 
round out their line with a VOSS that sells at a slightly 
higher price, and which yields a larger dealer profit. 


The new E-76, together with the famous E-59, illustrated 
below, has been nationally advertised. 









he 


eens Institute ee . 


ee ay 
HOUSEKEEPING MAE 


Leader of .the low price field 


R FE T Al L Nearly a year ahead of competition .. . and the only washer within 

dollars of its price, that was advertised in big national publications 
during 1931. . . the VOSS E-59 is today’s best-known low-priced 
washer. Last year VOSS dealers sold more than triple the number of 
washers sold during the best previous year. Plans for 1932 insure 











$69.95 IN WEST 







AND SOUTH another record breaking year. 
What Low Priced Washer Can Compete With These Features? 
~The ONLY washer that exactly duplicates — A washer tested and approved for quality and 
hand-washing action. washing efficiency by Good Housekeeping 
— The ONLY washer at any price with a COR- Institute. 
RUGATED, 18-gauge porcelain enamel tub. — A washer made and guaranteed by the oldest 
— A washer offering every worth-while feature manufacturers of washing machines ex- 
to be had on higher priced washers. clusively. 





—A washer nationally advertised in leading 
women’s publications. 


VOSS BROS MEG. CO. Davenport. la. 


H. A. 4-32 
Gentlemen:—Please send me complete information on your VOSS 
DEALER'S FRANCHISE, and an outline of the “WOSS Plan To 
Make More Money Regardless of Conditions.” 
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No. 850——16-inch Signal 
Induction Oscillator. List 
pong Also 12-inch—list 









No. 350—<12-inch Cool 
Spot Induction Oscilla- 
tor. List $21. Also 16- 
inch—list $24.50. 


With a stock of Signal fans, no dealer will lose sales. 
There’s a quality fan for every requirement—and at a price 
customers will not hesitate to pay. 

Your jobber will be glad to show you the complete Signal 
line now. 















(0 tha! 


Signal Electric Mfg. Co. 


Menominee, Michigan 






















A fast selling item that - 
builds up sales and profits. 
These ball bearing casters 
roll in any direction—easily, quietly e 
and smoothly. They will not damage rr) 
either the floor, or floor covering. 


Just demonstrate “ACMES” by rolling ’em 
on the counter, or palm of your hand and 
the sale is made. Let us send you a sample 
together with prices. 


THE SCHATZ MANUFACTURING CO. 
POUGHKEEPSIE NEW YORK 
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Chis ROBERTSHAW 


DISPLAY us ready for you / 





ye UP YOUR GAS RANGE SALES 
this simple, sure way. 

Write at once for the Robertshaw full 
color lithographed Display. As shown 
above, it is just the right size to place on 
a range or use in your window. 

With this Display in use, you automatically 


extend an invitation to every woman com- 
ing in or near your store to have a visual 


ROBERTSHAW THERMOSTAT 


APRIL 28, 1932 


demonstration of Robertshaw oven control. 


It will pay you well to use this Display, 
for demonstrating the Robertshaw is the 
best way to make a woman think seriously 


about a new range. 


And that is the kind of sales strategy you 
need right now. The Display is yours for 
the asking. Just drop us a line today. 
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One SELLS Another 


The most profitable tools to sell are 
those that please customers so 
thoroughly that they are always 
glad to tell others about the quality. 


For more than forty years Car- 
penters, Cabinet Makers, Mechan- 
ics, Electricians and home owners 
have used and recommended the 
different patterns of 


CHAMPION 


Screw Drivers 


These well know Screw Drivers 
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Ss 

% are made extra strong and rigid 
ny with blades of toughest forged 
= steel, hardened and tempered to 
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eet 


give the longest service possible. 


TaN 





Note how far the blade extends 
down into the handle, also how 
firmly the blade is secured. This 
special feature of CHAMPION 
Screw Driver construction is the 
reason why the 


Blade Cannot Turn 






aM kgs a ae pant 








or Work Loose 


In the handle no matter how much 
pressure, or twisting strain is ap- 
plied to set or loosen a screw. 





Champion Screw Drivers are made | 
in 5 patterns in 25 sizes, from the | 
tiny 114 in. Special to the giant | 
30 in. Machinist pattern. | 
Packed 1% doz. in box. They retail | 


profitably at popular prices and | 
one sells another. | 


Your Jobber will supply you. 
Send for New Tool Catalog. 





Reg. U. S. Pat. Off. 
Established 1854 


TORRINGTON, CONN. | 
New York Office: 151 Chambers St. | 


HARDWARE COMPANY 
| 





































The only ALL hot- 
dip galvanized un- 
derground garbage 
can on the market. 














ROFIT from the increasing demand for this 

modern, quick, easy, safe and sanitary way 
to dispose of garbage. Sell the WITT Concealed 
Garbage Can — the ten-year-guaranteed under- 
ground can. Out of sight — contents will not 
freeze in winter nor ferment in summer—can’t be 
upset—quickly and easily installed without ex- 
pense. Made in five sizes 
to meet every need. 


You can meet every Can 
requirement with the com- 
plete WITT line. Guaran- 
teed to give longer service. 
Proved conclusively at 
Pittsburgh Testing Labo- 
ratory to be from 50% to 
over 400% stronger than 
other leading makes. 


If your jobber can’t sup- 
ply you write 


The Witt Cornice Company 


2114 Winchell Avenue Cincinnati, Ohio 
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Westinghouse... LEADS THE 


amazing new washer 


with discharge pump 


& Here’s the profit parade for you! The 


new line of Westinghouse Washers! Quality with water 


discharge pump 
that tops the market. Beauty that can’t be 


beat. Every inch of them backed by the 
mighty name that is Westinghouse. 

Look at these new Westinghouse Washers! 
An outstanding wringer dryer model for only 
$79.50, complete with powerful water dis- 
charge pump. An efficient spinner dryer 
washer with this same marvelous feature at 
the amazingly low price of $139.50. To reach 
every corner of your market both beautiful 
models are also available without pump for 
still less money. Full coverage, full profit, New 


that’s what the Westinghouse line makes ee 


model with water <¢ 
possible for every dealer. discharge pump 


*139% 


Come in for your share! 


Reap the profits these Westinghouse 
Washers will bring into your store. Write 
for information about the smashing sales 


plan now ready to pull in prospects. Money- 
slightly higher 


making folders, forceful newspaper ads, color- ; 
west of the Rockies 





ful national advertising, all designed for quick 


action. Get all the facts. Fill in your name ° ° Westinghouse Electric & Mfg. Co. 
dadd NOW! Mail this Merchandising Department, 
and adaress . Mansfield, Ohio. 


COUPON I want all the profit-facts 


about your new line of Washers. 
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~ ‘Sure, its an 


cAtkins” 





Let Atkins Help You Now 


For 75 years Atkins SILVER STEEL Saws have maintained 
leadership in the industry. Saw users everywhere— 
farmers, carpenters, mechanics, home owners, schools— 


lt pays to sell quality saws 


It always has and always will. It means satisfied cus- 
tomers and new friends for your business; it means repeat 
sales and increased profits for you. 


In the words of Ruskin we illustrate our point— 


“All works of quality must bear a price in proportion 
to the skill, time and expense and risk attending their 
invention and manufacture. 

“Those things called dear are, when justly estimated, 
the cheapest. They are attended with much less profit 
to the artist than those things which everybody calls 
cheap. 

“Beautiful forms and compositions are not made by 
chance, nor can they ever in any material be made at 
a small expense. 

“A composition fer cheapness and not for excellence 
of workmanship is the most frequent and certain cause 
of the rapid decay and entire destruction of art and 
manufacture.” 


all recognize the name ATKINS. They appreciate your 
showing the ATKINS line because they understand qual- 
ity and are willing to pay for this extra sawing service. 


Let your customers know you handle the ATKINS 
“SILVER STEEL” line. Our window and counter displays 
and other sales helps are for your use in the promotion 
of sales. You owe it to yourself to sell the best mer- 
chandise, and subsequently to increase spring and summer 
profits. 


Accept no “just-as-good” substitutes. Demand ATKINS 


from your jobber. If he cannot supply you write to us 
and we will see that you are supplied promptly. 


E. C. ATKINS AND ComPaANy 


402 So. Illinois Street ‘ 


i Indianapolis, Indiana 





HARDWARE AGE 







Tae Se Ae ee 
SS epame RA eo ke 


a Se Si RESO RB 
BY eee eeene 





















2g eatin 
A © a CSE 





MAY E'SPAR 


HARDWARE 


AGE 


The Hardware Dealers 
Magazine 





a U. B. P. PUBLICATION 


GEORGE H. GRIFFITHS 
General Manager 


LLEW 8. SOULE, Hditor 


CHARLES J. HRALE 
Managing Editor 


J. A. WARREN J. M. WITTEN 
Associate Hditors 


L. W. MOFFETT 
Washington Representatire 


ADVERTISING REPRESENTATIVES 


New York: 

P. J. Coscrave, H. G. BLopGett. 
Boston : 

CuHaunosy F. Encuisn, 140 Federal St. 
CLEVELAND: 

Witt J. Feppery, 1362 Hanna Bidg. 
CHICAGO: 

D. M, Anprews, L. V. Rowianps, 1507 Otis 

Bldg. 

San Francisco, Cat. : 

R. J. Brrow, Kohl Bldg. 


SUBSCRIPTION Price—United States, its posses- 
sions: One year $1.00. Mewico, Central America, 
South America, Spain and its colonies: One year 
$2.50. Oanada $2.50. Foreign countries not tak- 
ing domestic rates, 1 year, $2.50; Single copies, 
15ce. each. Subscription remittance should be 
made by Check, Post Office Money Order, Ex- 
press Money Order or Bank Draft, payable to 
Harpware Aap, New York. 


PUBLISHED 
EVERY THURSDAY 


EDITORIAL CONTENTS of THIS ISSUE 


PT TET T Tere ee TTT Tees 25 
Light a Powerful Sales Force....................0. 26 
Trade Winds, by Llew S. Soule....................... 29 
How Brookfield, Mo., Dealers Showed ’Em............. 30 
Marvin’s Store Meeting, by Llew S. Soule........ iiaedes 32 
Home and Garden Appeal in These Windows........... 34 
Over My Desk, by Saunders Norvell................... 36 
TORE OE TRE COINS nas ons ek ce ccc edeaes 38 
HarpwakeE AcE Advertising Service for the Week........ 42 


The HarpwareE AGE Original Window Display Suggestions 44 


Just Among Ourselves, by Charles J. Heale............ 46 
How’s the Hardware Business, by Stewart James....... 48 
ee eee ee ee ee ee 54 


Issued every Thursday by Iron Age Publishing Co., Division of the United Business Publishers, Ine., 239 
West 39th Street, New York City. Andrew C. Pearson, Chairman of the Board; Fritz J. Frank, President; 
C. A. Musselman, Vice-President; Frederic C. Stevens, Treasurer; Arnold L. Davis, Secretary. 


Member Audit Bureau of Circulations; Member of the Associated 
Business Papers 











FOUND! 


A new hundred million dollar market- 
IN THE FAMILY REFRIGERATOR 


.. It’s new, it’s beautiful, it’s original in its Bia NRTA iis we ee) 
efficiency . . . this set of Federal Refrigerator DOUBLE REFRIGERATOR CAPACITIES 
Furnishings. Never has anything like it been 
offered to the American Housewife yet 
always has just such an idea been needed. 
It eliminates entirely those space-robbing 
inefficient, odds and ends of dishes and pans 
which litter up the family refrigerator. 



















Here it is, a space saving, food saving, money 
saving set... and what a market! ... Four- 






ing, pull-down push-up faucet. 
For or water. 


teen million prospects .. . ——\ lO ae a aii 
a eee i. ttl 


PROFITS 


TO THE TUNE OF 
32 million dollars await dealers 






NATIONAL ADVERTISING 
in. the Saturday Evening Post 
and other pertodicals 





The first full-page advertisement announcing this set soon to 
appear in The Saturday Evening Post should find you ready... 
ready with your counter and window display and stocked with 
enough Federal Big 5 sets to meet the demand. Get started. 
Act before your competitor does. Get in touch with your 
jobber today... 


FEDERAL ENAMELING & STAMPING CO. 
“‘ The World’s Largest Producers of Enameled Kitchenware” 


PITTSBURGH, PA. 
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: $ 
: PUBLISHERS’ 
| ANNOUNCEMENT : 
t : : 
+ | 2 
$| 
| HIS issue marks a change in the publication dates of HARDWARE = 
$ AcE. From now on it will appear every other week. The next issue > 
+ will bear the date May 12th, and it will be published every alter- = 
| nate Thursday thereafter. This change was decided upon only after é 
5s careful deliberation had convinced us that it is a logical step to take and p< 
| one in line with the spirit and trend of the times. We believe that our - 
3] subscribers and advertisers will concur in the wisdom of this decision. fe 
é The publishers of HarpwarE AGE have always keenly sensed their 2 
+ responsibility to give the hardware industry a publication that is repre- = 
$ sentative of the organizations and men within its ranks. To this “ 
3 end, no expense or effort has been spared to bring new ideas, new , 
methods, new trends and new merchandise to the attention of its readers. * 
+ The new policy permits an even greater opportunity in that regard. ; 
$ We know that the change in publication dates will allow us to increase * 
¢ the amount and variety of material in the individual issues; to coordinate “ 
¢ the editorial content, giving it closer continuity and greater unity; to deal Ps 
$ with vital trade subjects more fully; and to cover a wider range of hard- m 
3 ware activities in each issue. “ 
= At the same time, we realize the tremendous importance of trade rs 
£ news and current market information. Therefore, we are preserving a = 
+ sufficient frequency of issue to insure the publication of news while it is “ 
$ still news, and information while it still has monetary value. a 
$ For more than three-quarters of a century HARDWARE AGE has been * 
+ a leader in its field, backed up by the hearty support and enthusiastic 
+ loyalty of the hardware trade. The encouragement and cooperation of 2 
& our readers has been a vital force in helping to make it an outstanding “ 
~ influence in hardware distribution throughout the United States and 
= the world. 2 
% We pledge a continuation of those ideals and policies which have “ 
z brought us the unstinted friendship and confidence of those we serve; ‘ 
2 we ask only that the HarpwareE AGE family join with us in making our = 
$ modern every-other-week issue meet fully the high aims we have out- & 
$ lined for it. $ 
: : 
‘| @ Q |: 
APRIL 28, 1932 -” 














SMITH’S 


Hardware, Inc. 
Upper Montclair, N. J. 


Lamp Size—200 watts 
Mounting Height— 9 ft. 


3 in. 
wate 


eet 
Intensity — 9 Foot-Can- 
dles. 






of Outlets—10 









In a narrow store a 
single row of enclos- 
ing globes is satis- 
factory. 
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*Westinghouse Lamp Co. 
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‘d De t= 
Lig A Powerful 


Sales Producer 


By D. W. ATWATER* 


ERCHANDISE on dis- 
M play becomes so much 
more attractive under 
correctly designed lighting that 
it really sells itself. 
Interior illumination first of 


all improves the general appear- 
ance of the store and acts the 


How Interior Lighting Intensity 


stage for the customer’s first im- 
pression. Maybe he has just 
viewed a window display illumi- 
nated to high intensity and is 
ready to buy something. Any 
appearance of dinginess is apt to 
dampen his desire. Let adequate 
lighting dispel dinginess. 

The intensity of sore illumina- 
tion is never equal to that in the 


Is Accomplished 
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GUIDE TO PROPER LIGHTING 
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The Michigan Retail 
Hardware Ass’n 

MODEL STORE, 
Detroit, Michigan 

Lamp Size—500 watts 

—s Height — Ceil- 
ing 


Spacing of Outlets—12 
ft. x 15 ft. 


Intensity — 15 Foot-Can- 
dles. 


Stores of average 
width require two 
rows of outlets. 


window. Generally, the intensity 
measured on the selling plane 
(counter tops) is rarely ever 
more than 10 foot-candle. Now 
and then a retail store blossoms 
out with as much as 15 and 20 
foot-candle lighting. Jewelry 
stores, chain stores, haberdash- 
eries and specialty shops, in 
which the appearance of openly 
displayed merchandise has di- 
rect value in sales results, are 
some of the trades believing in 
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change can easily produce a 
negative effect upon the cus- 
tomer. This is a most impor- 
tant consideration during the 
day. When the sun is shining 
brightly, daylight intensity va- 





MAR DWARE ASSOCIATION ~ MODEL STORE 
#*9-S? 


ries between 5000 and 10,000 
foot-candles. The possibility of 
extreme change from outdoor to 
indoor illumination is obvious. 
A customer stepping from the 
bright sidewalk into a store is 
much more susceptible to a neg- 
ative impression of the general 
interior, and as a result may 
grow disinterested in the original 
purchase. Ample artificial illu- 
mination is especially desirable 
during the day! 


N 
+ N Ing high og ; Overall : Recommended 
N tensity light- Ceiling Length of Spacing Size of 
N N ing. Height Fixture Between Outlets® Lamp _ 
$ N ee alin, Feet Inches Feet Watts 
N N dink 10 20 10 200 
N N seem incon- 12 39 10 200 
N a + N sistent for 14 36 12 300 
; N store illumi- 16 A0 13 300-500 
N nation to be 8 44 a 
- P N of lower in- *Spacing distance along length and across width of store. 
‘s + tensity than 
| N the usual 100 foot-candles or Every retail store really should 
N more inthe window. Anabrupt _ be lighted to an intensity of at 
7 least 15 foot-candles. In fact, 


any increase above that level 
would proportionately improve 
the appearance of the merchan- 
dise, but increases much above 
that level do not sufficiently im- 

prove the gen- 


+ * eral interior to 
warrant the ex- 
tra cost. 

, CE | mie Hardware 
stores, includ- 


ing those light- 
ed with modern 
equipment, sel- 
dom have an 
intensity great- 
er than 10 foot- 
candles. The 
design of the 
equipment or 
the layout of 
the installation 
is often not at 
fault. It is the 
merchants 
themselves! 
Frequently they 
reduce the wattage of the lamps 


- originally installed, never realiz- 


ing they are actually hiding the 
merchandise under a cover of 
gloom—depriving it of that at- 


‘tractive luster known as selling 


appeal. 

The store lighting system is 
just like an advertisement — it 
shows the customer something he 
might purchase. By varying the 
size of an advertisement in the 
local newspaper the number of 
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people viewing it will vary ac- 
cordingly. Likewise, by varying 
the wattage of the lamps in the 
lighting system 
the effectiveness 
of open display 
merchandising 
will vary. Use 
lamps _ recom- 
mended in the 
original design 
of the lighting 
system. 

For example, 
recommended 
lamp sizes may 
have been 200 
watts. The mer- 
chant may try to 
adopt an econ- 
omy program 
absolutely ignor- 
ing the effect it 
may have on the efficiency of 
operation. First the lamps are 
changed to 1500 watt, sometimes 
as low as 100 watts. Next he re- 
duces the burning hours of the 
entire system. The larger lamps, 
he assumes, use too much juice. 
Anyway, the lighting seems just 
as good with 100-watt lamps, so 
why waste the extra power? It 
is all false economy—for good 
lighting is an investment just 
like any other sales promotion 
activity. 

The fallacy is plain. With 
100 or 150-watt lamps the light- 
ing system may appear to be all 
right, but the actual illumination 
on the merchandise becomes dim 
and ineffective. Self-selling ap- 
peal declines. In the closing 
hours of the day when natural 
light grows faint, artificial light 
comes in handy. The twilight 
zone of daytime, with its damp- 
ening effect on the bright and 
cheerful interior, is best removed 
with high intensity, well distrib- 
uted lighting. 

In the design of an interior 
lighting installation such fea- 
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tures as mounting height, spac- 
ing, style of fixture, and lamp 
wattage, are responsible for the 
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TRACY WELLS COMPANY 
Columbus, Ohio 


Lamp Size— 500 Spacing of Outlets— 
watts. 16 ft. x 13 ft. 

Mounting Height—15 Intensity—— 11 Foot- 
ft. Candles. 


Large stores with high ceilings can be 
lighted by one enclosing globe per day. 





actual result. They are gov- 

erned by the size and type of the 

interior. Hardware stores vary 
so much in lay- 
out that no spec- 
ified installation 

. can be recom- 
mended for gen- 
eral use. 

If hardware 
stores were con- 
sistent in dimen- 
sion, the light- 
ing problem 
would be sim- 
ple, and perhaps 
could be stand- 
ardized. But the 
many odd- 
shaped store in- 
teriors today 
make each light- 
ing installation 

an individual problem. 

A prime essential of all store 
lighting is good distribution, 
which eliminates light and dark 
areas in the selling plane. To 
accomplish this the fixtures must 
be mounted on regular spacings. 
Enclosing glass doors assist good 
distribution because they diffuse 
the light and spread it evenly 
over the counter tops and the sur- 
faces of wall cases. 


In a narrower store, one less 
than 18 ft. wide, a single row of 
lighting fixtures, spaced evenly 
along the room, fulfills illumina- 
tion requirements when the ceil- 
ing is 12 ft. or higher. In such 
a store enclosing globe fixtures 
would be spaced 10 to 12 ft. 
apart, depending upon the exact 
height of the ceiling. With the 
fixtures at the low mounting 
height of 200-watt lamps would 
provide desirable lighting, but 
wider spacings would require 
300-watt lamps. In any store it 
is important to remember that 
with high mounting heights, wide 
spacings, and high wattage 

(Continued on page 51) 
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Trape WIinps 


By LLEW 8S. SOULE 
Editor, Harpware AcE 


Making the A NEW YORK department 
Old store has been making novel 

and effective use of its show 

Help Sell the windows during the past few 
New weeks. It has been showing 


various articles of the type 
sold within the last ten years, in conjunction with 
the manufacturers’ latest models of the same ar- 
ticles. A heavy clumsy looking vacuum cleaner is 
shown alongside a lighter and much improved 
model. An old style washing machine is revealed 
in company with a more compact, more attractive 
and more efficient one of the same manufacturer’s 
make; and so on. Prices are likewise shown, the 
whole effect being that of vivid contrasts in me- 
chanical improvement, style and value. 

These displays not only educate the public to the 
strides which have been made in manufacturing 
during the past decade, but they impress consumers 
with the fact that the vastly improved products can 
now be bought at prices perceptibly lower than those 
formerly asked for the old models. Instead of 
making people think in terms of depression, they 
stress the advantage of buying at this time. 

It appears to us that logical displays of this na- 
ture are much more effective in coaxing money out 
of hoarding than are the usual appeals to patriotism, 
general welfare, etc. Few people are ever induced 
to part with their savings in order to benefit the 
country at large. They must be appealed to on a 
basis of direct benefits to themselves. 

The hardware merchant who can show that his 
prices are substantially below those of the boom 
days, and that there are great improve- 
ments in the style, quality and working 
efficiency of his merchandise, will jolt 
more dollars out of hoarding than an 
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army of orators shouting “Buy now and bring back 


prosperity.” 


i ae 
Boosts WHO is your competitor? Not 
the fellow across the street who 
T [ 
hat Build sells the same line that you do. 
Business Certainly not. He is your part- 


ner in the essential job of creat- 
ing markets tor hardware and allied products. 

Every time you discredit him or his merchandise, 
you discredit the hardware store as a place to buy 
hardware items; you tear down public confidence 
in retail hardware stores as a class. On the other 
hand, when you speak highly of him and his wares, 
you build prestige for yourself and the retail hard- 
ware business generally. 

There is a neighborhood hardware man in the 
East side district of Indianapolis, who fully under- 
stands these facts. His name is Carter, and he gets 
out one of the most interesting store papers we have 
ever read. In it he boosts his store, his community 
and his fellow merchants. 

A recent issue carried this unique item: 

“Among our friends and neighbors in the retail 
hardware line, we are,under many and lasting obli- 
gations for numerous courtesies extended: Especi- 
ally Mr. Scofield of the Scofield Hardware, Eastern 
and Michigan Sts.; Mr. Magidon, owner of the 
Rural Street Hardware, Rural and Washington Sts.: 
Harrington Hardware, 764 Massachusetts Ave., and 
Mr. Walter Beggs, Beggs Hardware, 3300 East 10th 
St. To know, deal and associate with gentlemen of 
this type is an honor in many ways.” 

It’s dollars to doughnuts that the peo- 
ple of the section covered by Carter's 
paper buy their hardware in that dis- 
trict and from hardware stores. 
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This window was 
given over entirely 
to announcing the 
location of the show 
and heralding the 
event. A better plan 
than attempting to 
show merchandise. 
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How Brookfield, Mo., — |REFRIGERATION SHOW 
Ge >) 99 a IPs x yy ¢ inp 11 
Dealers “Showed “Em pti | te ee 
DISPLAY ROOMS DISPLAY ROOMS 
ROOKFIELD, MO., a town of 7000 had its first —— a 











annual electrical refrigeration show last June. 
c eratses 4 net Ju The Following Refrigerators Are Featured: 
through the cooperation of the Missouri Power MAIESTIC . KELVINATOR « NORGE « STARR FREEZE < fecame 
& Light Co., E. D. Ridgway Hardware Co., Patrick enema 
Radio Co. and H. O. Bentz, radio dealer. By pooling neem 
their interests in the use of advertising space in a loca] AD the Weman of This Viciat 
daily paper and in one published three times a week | Sie Suanaeateceaas aces 
° ° ae x 90H In the display rooms at the Missouri Power & Offices 
and using the display rooms of the utility company the | weno ow te tnt | RRR RSS eee mteeenieae 
four companies held a highly successful four day show. | Sectieerewrctigrain |S Roeapnargadne eae “ea aepees 
es ° ‘ . + ¥ | Mrs. Hunt and Mrs. Evane will give special demon- terme of purchase. site 
The advertising was also distributed in neighboring | stone ferro bnee Rn lit dpe ah yor ie hm 
{ FROZEN DELICACIES SERVED ENTERTAINMENT 








towns. 
The day prior to the opening of the show, a full page 
advertisement was used, giving the names of the dealers, 


Free Refreshments to All Who Visit the Show 


PROTECT YOUR HEALTH 
Electrical Refrigeration is the only absolutely safe refrigeration for all foods—it is the only refrigeration that will give you safe 
teonporal : 


AN ELECTRIC AGE 
Surely all will agree that we now have truly an electrical age—all modern homes and apartments are using electric refrigerators 
and other electrical conveniences. 





THIS SHOW GIVEN THROUGH COURTESY OF THE FOLLOWING DEALERS: 


H. O. BENTZ E. D. RIDGWAY 
PATRICK RADIO CO. MISSOURI POWER & LIGHT CO. 
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A full page ad, 
one of several a 
that thoroughly | 
advertised the a 
Brookfield Elec- 
trical Refrigera- 
tion Show in real 
big time fashion. 
Left: Some of the 
booths in the co- 


operative effort. 
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Another photo from 
the Brookfield Elec- 
trical Refrigeration 
Show. There were 
demonstrators and 
factory representa- 


Entertainment was 


the six makes of electrical refrig- 
erators sold by them and calling 
attention to features of the show. 
Smaller space was used for the 
period of the show. The exhibits 
were open from 2 o'clock to 10 
o'clock, during which time re- 
freshments, in the form of frozen 
desserts made in the various 
models on display, were given to 
visitors.. Two home economics 
experts of Kansas City, Mo., a 
Mrs. Hunt and a Mrs. Evans 
demonstrated the features of the 
different lines. Factory repre- 
sentatives also were in attend- 
ance. 

Prospective customers were 
shown all the features of the 
models offered. For those who 
already owned electrical refrig- 
erators, the two home economists 
offered information and demon- 
strations as to methods of better 
utilizing the equipment being 





used. Entertainment was also a 
feature of the show. 


Reenters Field 


After an absence from the 
electrical refrigeration field, of 
eighteen months the E. D. Ridg- 
way Hdwe. Co. decided to re- 
enter that business, and did so 
when the show was put on. E. 
D. Ridgway said that he took on 
the line because, ““The hardware 
store must continually add new 
lines to take the place of those 
lost to other sources.” Mr. Ridg- 
way finances his own paper and 
tries in making terms, to, “suit 
the customer, if within reason.” 
He has found that customers pur- 
chasing on deferred payments 
meet their obligations promptly, 
when dealing with him. 

In commenting upon prompt- 
ness in meeting payments he 
finds in this line that they do act 





Read how dealers in a town of 7,000 used 
modern methods to educate prospective cus- 
tomers to the benefits of electrical refrigera- 


tion. 


Here is a practical plan for you. 
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much more promptly than in 
paying for the purchase of other 
classes of merchandise as “only 
those with good positions pur- 
chase electric refrigeration.” At 
present his regular force handles 
sales on this line and no service 
man is employed as he feels that 
a service department “can easily 
eat up the profits.” Personal 
contact is his best method of sell- 
ing electrical refrigeration. In 
this contact he uses manufactur- 
ers literature. 

With advertising space used in 
the local papers, together with 
the publicity given in the edi- 
torial columns, the show at- 
tracted such attention that the 
dealers and the utility company 
plan to make the show an annual 
feature. 

Such a plan could be followed 
in many of: the smaller com- 
munities, and would help to 
make the towns, where demon- 
strations of the sort were made, 
electric refrigeration conscious 
for quite a time. Then, too, such 
cooperative merchandising _ be- 
tween utility company branches, 
radio shops, hardware stores, 
etc., would be of mutual benefit, 
to those participating by en- 
abling a good advertising cam- 
paign at a minimum of cost to 
the individual participants. 
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Marvin’s Store Meetings 





by LLEW S. SOULE 


Jim Daley Gets a Tip 


and the Boys Decide on a Basement Salesroom 


livery man for the Marvin 

Hardware Co., had just 
brought his truck to a stop in 
front of the Skelton home on 
North Broadstreet, as Mrs. Skel- 
ton came down the walk to her 
car. “Good morning, Mrs. Skel- 
ton,” said Jim politely, “this is a 
fine morning for a ride.” “It 
certainly is,” she replied cheer- 
fully. “It’s so nice, I’ve decided 
to run over to Lawrenceville and 
do a little shopping. I want to 
get one of those oblong dish pans 
for my sink. My sister got one 
over there last week.” 

“Why Mrs. Skelton,” Jim said 
courteously, “you won’t have to 
drive way over to Lawrenceville 
for that. We have them in our 
housefurnishings department.” 
“Do you?” she replied. “Well, 
naturally I’d rather buy at home. 
However, Jim,” she went on. “If 
there’s a housefurnishings de- 
partment at Marvin’s, I’ve never 
noticed it. You can bring me one 
of those pans the next time you 
are up this way.” 

Jim was a thoughtful boy as he 
drove back to the store. “Gee, 
that was a hot one,” he said to 
himself, “but Mrs. Skelton is 
right. Our housefurnishings de- 
partment is a joke. We've got 
the goods, but there isn’t any de- 
partment. I think I'll bring the 


Ji DALEY enterprising de- 
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subject up at our next meeting.” 
Business at the store was fairly 
good during the balance of the 
week, and the time passed quick- 
ly. Almost before Jim realized 
it, Friday evening had arrived, 
and he found himself facing the 
assembled employees at the regu- 
lar weekly Marvin store meeting. 
There had been a time when the 
very thought of “presiding” 
would have sent a wave of cold 
chills down his broad back. Ex- 
perience, however, had done 
away with all that. Now it only 
seemed a part of his job. 


The Customer’s Viewpoint 


Briefly, he told of his experi- 
ence with Mrs. Skelton, and her 
pertinent remark about the Mar- 
vin housefurnishings department. 
‘“‘When I came back to the store,” 
he said, “I tried to view it as a 
customer would on entering our 
salesroom for the first time. [| 
saw some enameled ware on one 
table, some brushes on another, 
and wire goods on another. The 
mops and brooms were over at 
one side, while the carpet sweep- 
ers and vacuum cleaners were up 
front. Just as she intimated, 
there wasn’t any housefurnish- 
ings department. Mrs. Skelton 
would have gone to Lawrence- 
ville for that pan if I hadn’t just 
happened to meet her, that day. 





Probably a lot of other women 
have gone over there to get things 
that we carry in stock. We've 
got most of the housewares that 
the women want, but they’re so 
scattered through the stock’ that 
they don’t impress people. I 
think something ought to be done 
about it.” 

Charlie Hanson was the first 
to reply. “Why couldn’t we rig 
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up a salesroom on the second 
floor for that kind of stuff?” he 
asked. “There is space enough, 
if we move some of the stock, 
and it wouldn’t be much of a job 
to fit it up.” 

Van Davis was on his feet in- 
stantly. “I think a second floor 
salesroom works fine in some 
places,” he said, “but I don’t be- 
lieve it would here. The stair- 
way is in a bad place, and if we 
moved it up front in the center, 
it would shut off the view 
of the rear displays. Besides, 
people hate to climb stairs and a 
passenger elevator would be out 
of the question.” 

“Perhaps we could arrange a 
department in the basement,” 
May Garvin suggested. “We have 
a good dry one with a high ceil- 
ing, and now that we have the 

malapiti 
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warehouse we don’t need all the 
downstairs space for stock.” 

“TI don’t see where the base- 
ment would be any better than 
the second floor,” Charlie re- 


torted. “Van’s argument would 


be the same in either case. Be- 
sides, I don’t think people care 
to trade in a basement.” 

“That all depends on the way 
it is fixed up,” said Bill Higgins. 
“Tf it is attractively arranged and 
well lighted, it won’t ever occur 
to people that it is a basement.” 

“That’s true,” said Van. “Also 
a stairway to the basement won’t 
shut off the rear of the salesroom 
as one to the second floor would.” 

“There is something to that,” 







Charlie conceded, “but we would 
still have the stairs and you say 
people hate to climb stairs.” 

“I think people will walk 
down a flight of stairs when they 
wouldn’t walk up,” said Jim 
Daley. That Lawrenceville de- 
partment Mrs. Skelton referred 
to is down stairs; I’ve been in it 
myself. The way they arrange 
the stairway probably has a lot 
to do with getting people into it.” 


The Arrangement 


“How do they arrange it?” 
Mr Marvin inquired. “Well,” 
said Jim, “they have an opening 
in the main aisle about two- 
thirds of the way to the rear, with 
a nice looking railing at the back 
and the two sides. The stairway is 
wide and the descent is gradual. 
About half way down there is a 
landing, with another short flight 
of steps to the basement floor. 
They have some displays on the 
landing at the sides. When you 
walk down the aisle you can look 
right down into the lower sales- 
room, and it is certainly attrac- 
tive. They use plenty of light, 
and the place is fixed up beauti- 
fully. Mr. Franklin told me they 
used wall board to partition off 
the room, and covered it with 
wall paper. The shelving is low 
with displays on top. Most of 
the*goods are on tables, with 
larger items like gas ranges on 
movable platforms. They put 
their glassware, china and other 
bright attractive goods near the 
foot of the stairs, where people 
on the main floor can see them.” 

“Do they have any signs to di- 
rect people to the department?” 
Mr. Marvin asked. “Yes,” said 
Jim, “there’s a sign across the 
railing at the back of the stair 
opening. Then there are some 
displays at either side of the 
store door, with cards saying the 
goods are on sale in the lower 
salesroom. Mr. Franklin says 

(Continued on page 52) 
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Garden Appeal a 


of These Trims 


HE § differ- 

ence be- 

tween mere 
windows and win- 
dows with a pur- 
pose is shown in 
the photos  se- 
lected for this 
week. Any or all 
of these windows 
may be easily 
copied from these 
clear photos. 
They are actual 
trims used by re- 
tail hardware 
stores. Wilkins- 
Leonard Com- 
pany, Youngs- 
town, Ohio, used 
the display of 
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appli- 


electrical 
ances, timepieces 
and cutlery 
shown at the top 
of page 34. 

The delight- 
fully summery 
window at the 
bottom of page 34 
comes from Frank 
Burke Hardware 
Co., of Wau- 
kegan, Ill. (now 
Samuel Harris & 
Co.). This win- 
dow is a good ex- 
ample of the use 
of uniform price tickets. 

A striking window showing an 
unusual display of enamel uten- 
sils is that of the Geele Hard- 
ware Co., Sheboygan, Wis. (Top 
of this page.) 


A simple but effective window 
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is that below, showing garden 
equipment, from Murray Com- 
pany, Honesdale, Pa. 

All of these windows are suit- 
able for the spring season. They 
were successful windows when 
used by the stores mentioned, 



















and they will be much easier for 


you to install since the various 
problems attendant upon each 
have been worked out, executed 
and photographed. Here they 
are—put them to work for your 
store. 
















HE Biloxi convention is on 
ik week, and they tell me 

they always have a grand 
time at Biloxi. Those who go 
once always want to go again. 
Somebody, however, must stay 
behind to do the work, and some- 
how we always seem to land on 
the working job. 

We can see the hard worked 
manufacturers, sales managers, 
salesmen and jobbers sauntering 
around in the bright sunshine in 
their summer clothes. 

Next week we will have to go 
through the ordeal of looking at 
their pictures produced in the 
trade press. Some of these snap- 
shots are terrible. I have seen 
good-looking ladies at hardware 
conventions, but I don’t think I 
ever saw a picture of a good- 
looking lady snapped at a hard- 
ware convention. The pictures of 
most of the men look like the 
pictures they take in the cellars 
down in this neighborhood 
around Wall Street for passports. 
Most of the pictures on passports 
look like those of porch climbers. 

Oh yeah! Oh yeah! 

* * x * 


One of my _ correspondents 
writes that if hardware retail 
dealers wish to increase their 
sale of tools they should fix up a 
tool room in their stores, such as 
is arranged by sporting goods 
stores, for the sale of golf clubs. 
You can go into almost every 
first-class sporting goods store 
and try out clubs to your heart’s 
content. They have a mat and 
practice net set up so you can 
practice your shots. 

“Now it seems to me,” says 
my correspondent, “that it would 
be a good idea to have a regular 
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Over 


My Desk 


by SAUNDERS NORVELL 


tool room, with working benches, 
vises, wood of all kinds, and 
tools, especially new kinds of 
tools to be tried out.” “Then,” 
he adds, “‘in the old days no one 
could think their best thoughts 
without whittling. As paper car- 
tons have taken the place of 
boxes and concrete and _ steel 
have taken the place of wood, the 
ancient and honorable art of 
whittling has about passed out. 
If the retail dealer had a tool 
room, he could also have a 
whittling corner where his cus- 
tomers could try out their pocket 
knives.” 

It strikes me that this is not 
a bad idea, if a hardware store 
happens to have a little spare 
room, either upstairs or down in 
the basement. Just as something 
new in advertising, a tool room 
and a whittling corner would 
certainly attract public attention. 

* * * * 


A lot of interesting letters. 
books and pamphlets come to 
my desk. It is just a question of 
finding time to digest them. I 
often take them home and read 
them over at night. One of the 
most interesting booklets that has 
come to my desk recently is 
“Problems of Liquidation.” This 
is an address, in pamphlet form, 
which was delivered by Mr. 
William Heyburn before the 
National Retail Hardware Asso- 
ciation annual convention held at 
Louisville, Kentucky, June 22, 
1921, nearly eleven years ago. 

Mr. Heyburn writes me as 
follows: . 





“You might be interested in the 
enclosed reproduction of an an- 
tique of the vintage of 1921. In 
reading over one’s ten year old 
thoughts, one often finds they 
were not very sound, but when a 
friend called my attention to what 
I had said at that time, and sug- 
gested a reproduction, I did not 
find that I was unwilling to have 
what I then said repeated, so I 
authorized them to go ahead and 
pat it out, knowing that anyone 
who read it would make proper 
allowances, and might be inter- 
ested. “There is, it seems to me, 
considerable satisfaction in _ re- 
flecting that those who continue 
to strive and combat their difficul- 
ties have a way of winning out, 
provided they do not show the 
white feather.” 

This little booklet, written at 
another time of depression, 
makes very interesting reading. 
Mr. Heyburn’s references to de- 
pressions in the past and his 
prophecies as to what would hap- 
pen in the hardware trade in the 
following ten years were very 
well thought out. 

I will not attempt to quote this 
booklet here, as if any of our 
readers are interested, if they 
will write to Mr. Heyburn, care 
of the Belknap Hardware & 
Manufacturing Company, Louis- 
ville, Kentucky, I am sure he 
will be glad to mail them a copy. 

Please understand I recom- 
mend this booklet because I be- 
lieve it will help the state of 
mind of any hardware man who 
feels the collar of his work chaf- 
ing his shoulders. It is written 
by a practical hardware man. 
It is not theoretical. It does not 
deal in any “Pollyanna” stuff. 
However, after reading it I felt 
a good deal more hopeful and 
encouraged, and I am sure it 
will have the same effect on 
others. 

This notice of Mr. Heyburn’s 
booklet is given without his 


knowledge or consent. 
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Another interesting booklet— 
but not quite so interesting to 
me—is one called “Cheer Up,” 
by Roger W. Babson, the well- 
known economist. This booklet 
is also full of interesting ideas 
in regard to depressions, past, 
present and future. It also dis- 
cusses recoveries from these de- 
pressions. 

If you are blue, Mr. Babson’s 
“Cheer Up” will help you. In 
the chapter called “Down and 
Up” Mr. Babson reviews all the 
panics through which the country 
has passed since 1837. 

This book is worthwhile read- 
ing. On the cellophane wrapper 


lets are sixty cents each, or six 
dollars per dozen. It is pub- 
lished by The Fleming H. Revell 


Company, 158 Fifth Avenue, 
New York City. 
* * * * 


One of the many interesting 
letters that has come to me re- 
cently is from Lammot duPont, 
president of the great E. I. 
duPont de Nemours Company of 
Wilmington, Delaware. Mr. 
duPont’s letter appears at the 
foot of this page. 

This letter speaks for itself. 
The O. P. M. game is an attrac- 
tive one. It is hard to cure peo- 
ple when they have formed the 


habit of playing this game. For 
your information the O. P. M. 
game is spending other people’s 
money. The United States has 
had an orgy of this game since 
the world war. One of the 
cruelest situations at the present 
time is where a large number of 
people are finding it necessary 
to spend their own money. 

Salesmen and sales managers 
—please note! 

* x x * 

Along these lines we have our 
usual weekly Washington letter. 
Here is an extract: 


“People have loose ideas of where the 
government money goes. They swallow big 
expenditures and gag at picayunish items. 

(Continued on page 53) 











is printed the fact that the book- 





To THE STOCKHOLDERS, EMPLOYES AND FRIENDS April 8, 1932 

or E. I. pu Pont p—E Nemours & Company 

The situation at Washington deserves your active and immediate attention. The National Government is spending more money 
every year than the previous year and you are one of those who must eventually pay the bill. 

According to the December estimate of the Secretary of the Treasury, the expenditures of the major departments and commis- 

sions of the National Government will, for the fiscal year ending June 30, 1932, exceed by $1,231,100,000 those of 1927, when indus- 

trial activity was nearly at its peak and when prices of substantially all commodities and services were considerably above those of 


today. 
The following tabulation, prepared from the latest Annual Report of the Secretary of the Treasury, sets forth a comparison 


of Governmental expenditures by main subdivisions for the fiscal years 1927 and 1932. 


























Amount of Per Cert 
(Figures to Nearest Hundred Thousands) 1927 1932 Increase Increase 
TOPAR TPs Os oo ecke soa sccceccseccevrccecss $3,493,600,000  $4,482,200,000 $988,600,000 28% 
Less—Interest and Sinking Fund Payments (Statutory). 1,120,500,000 1,016,800,000 103,700,000* 9* 
Less—Miscellaneous—Not included in Budgets of major 
eg: a ere r rr. Tere rrr eee ee ee eee 409,100,000 270,300,000 138,800,000* 34* 
BALAN which was expended by major departments, com- 
missions, etc., as follows: $1,964,000,000  $3,195,100,000 $1,231,100,000 63% 
Department of Agriculture............sccccccessevecce $156,300,000 $333,500,000 $177,200,000 113 
Agricultural Marketing Fund—net (Farm Board). 030) «Ma tene oem 155,000,000 155,000,000 Sata 
ee eR i ons eo 50 64.4 Had des b41b 6.8:b wwe ees 27,300,000 195,000,000 167,700,000 614 
6 a eee rire re eee _ 151,600,000 312,900,000 161,300,000 106 
TEE IEE, os @ 6.5. 0:0-6 6, 6:00:60 60.00.00 ewe BO Sie enlace oes 360,800,000 483,700,000 122,900,000 34 
me ee eee 318,900,000 378,900,000 60,000,000 19 
EE Ad eee RETR eT Per 19,000,000 60,800,000 41,800,000 220 
ee ee SEP errr ere err te 24,800,000 53,800,000" 29,000,000 117 
Department Of COMMETCE. .... 2. rcccecccsccccccccseses 30,900,000 54,700,000 23,800,000 77 
Other independent offices and Commissions............. 35,400,000 57,600,000 22,200,000 63 
RMMIRIMUIVG. HIPCRUUSDINONE. .. ccc ccc ce ccccsessgccsesees 19,700,000 32,400,000 12,700,000 64 
i O_o a ee or 9,900,000 14,100,000 4,200,000 42 
Adjusted Service Certificate Fund.............0++eeeeee 15,200,000 200,000,000 84,800,000 74 
Veterans’ Bureau (Veterans’ Administration since 1930). 391,500,000 784,400,000 392,900,000(A) 100 
a errr reer ror oe 302,700,000 78,300,000 224,400,000(A)* 74* 





$3,195,100,000  $1,231,100,000 63% 


TOTAL OF MAJOR DEPARTMENTS, COMMISSIONS, ETC. $1,964,000,000 





*Indicates decrease. 

(A)-—Since the Bureau of Pensions was transferred from the Interior Department to the Veterans’ Bureau in 1931, in 
order to make a fair comparison with 1927 it is necessary to combine the expenditures of the Interior Department and 
the Veterans’ Bureau for each period, which results in an increase in expenditures in those two divisions of $168,500,000 
for 1932 as compared with 1927. ; 


To finance these ever-increasing disbursements, Congress is now planning huge additional taxes to be paid for out of the already 
shrunken income of prostrate industry and individuals. 

_ _ Taxes levied upon corporations and other producers increase the cost of their products. Higher costs lessen sales, slow down 
industry, increase unemployment and want; all of which drive costs still higher and further increase distress. 

Taxes upon individuals have a similar effect by curtailing their capacity to purchase the products of industry. 

It is lower costs and higher purchasing power which we need today, perhaps more than ever in our history. Why are industries 
and individuals, which must reduce their expenditures to meet the depressed conditions, saddled with ever-mounting taxes to cover 
the ever-increasing expenditures of the National Government? Why should the confidence in the financial security of the Govern- 
ment itself be jeopardized by extravagance? Why does not Congress balance the National budget by reduction of expenditures 
through efficient operation and the curtailment of non-essential services and functions? 

Since the ways and means of curtailing Governmental expenditures are the responsibility of Congress, these questions should be 
answered by Congress. Your Senators and Congressmen are in a position to know whether the continuance of this deplorable con- 
dition is necessary. The future of industry and employment will be affected by your action. If you feel as I do, make your feel- 
ings known immediately to your political representatives directly, through your friends, your newspapers, your Chamber of Com- 
merce, your trade associations or other groups or individuals in a position to impress Congress. 
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Edgewater Gulf Hotel, Edgewater Park, Miss. 


The Story of the 


Southern Hardware Convention 


Held Jointly by the Southern Hardware Jobbers 
Association and the American Hardware Manu- 
facturers Association at Edgewater Park, Miss.. 


April 18 to 21 


‘ 


HERE is no longer any doubt that the Southern Hardware Jobbers’ Associ- 
ation will continue to function as such and continue to meet each year with 
the American Hardware Manufacturers’ Association. Both bodies met 
jointly at the Edgewater Gulf Hotel, Edgewater Park, Miss., April 18 to 21, and 
not once was there even a suggestion, such as heard last year, that the Southern 
would disband. Nor was precious time used by each group telling the other that 


the annual joint meetings should continue. 


It was the sense of the gathering that 


continuation was assumed and with such view both groups exchanged confidence 
and ideas for more efficient distribution of hardware and allied lines in southern 


territory. 


Although registration fell short of the 
200 mark, those present helped offset 
the light attendance by active partici- 
pation in both the business sessions and 
social events. 

Throughout the sessions manufac- 
turers and jobbers met on the common 
ground of making their joint services 
more effective for retailers. Prices, 
stocks, values, sales training and re- 
lated topics were included with both 
convening factors facing their own 





38 


share of the responsibility. Depression 
talk was less than incidental nor were 
there extravagant optimistic claims. 

The Jobbers plan extension of the 
localized group plan proposed last year 
and will take steps to effect its prompt 
operation. 

The programs were arranged by 
Chas. F. Rockwell, secretary-treasurer 
of the manufacturers, aided by Sidney 
St. J. Eshleman, holding the office with 
the jobbers. F. E. Pharr, Buhrman- 


Pharr Hardware Co., Texarkana, Ark., 
succeeded J. L. Pitts, Brown-Roberts 
Hardware & Supply Co., Alexandria, 
La., as president of the jobbers’ associ- 
ation. Other elections are given else- 
where. The manufacturers hold their 
election in October. 

A note of sadness came over an other- 
wise happy meeting when on Tuesday 
night the convention was shocked to 
learn that Harry G. Black, vice-presi- 
dent, Black Hardware Co., Galveston, 
Tex., had been killed in an airplane 
crash that afternoon. His father and 
mother were at the convention when 
the sad news was received. The father, 
Harry A. Black, president of the firm 
of that name and a past president of 
the jobbers, had that same day extended 
an invitation for all hardware men to 
attend the Texas Jobbers’ Convention 
the last of the week in his own home 
town. The Texas meeting was conse- 
quently indefinitely postponed. 
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ONDAY night, the convention 
got under way with President 
Pitts of the Jobbers in the 
chair. At hsi right sat A. E. Alver- 
son, Greenlee Tool Co., Rockford, IIl., 
president of the Manufacturers’ group. 
Rev. E. A. Miller, Biloxi, Miss., deliv- 
ered the invocation, the delegates sang 
“America,” and Hon. John J. Kennedy, 
mayor of Biloxi, made a brief address 
of welcome. Greetings were extended 
by Presidents Pitts and Alverson on 
behalf of their respective bodies. 
Stressing the present increased im- 
portance of collective thinking, Mr. 
Pitts introduced R. S. Hecht, president 
of Hibernia Bank & Trust Co., New 
Orleans, La. Mr. Hecht gave an in- 
formative talk on the aims and oper- 
ations of the Reconstruction Finance 
Corporation, whose work and progress 
he likened to the efforts of similar 
groups that successively organized and 
promoted necessary war measures. 
Declaring that a lack of confidence was 
holding back business recovery, the 
speaker urged appreciation and sup- 
port for the work of the Reconstruc- 





F. E. FHARR 


Burnham-Pharr Hdw. Co. 
New President 
Southern Hdw. Jobbers Ass’n 


tion Finance Corporation, which he 
said was developing the necessary 
means for thawing out of frozen as- 
sets. This would lead to employment 
relief and provide other benefits. He 
found the program of that body thor- 
oughly sound, and believed full con- 
fidence in that plan merited. Mr. 
Hecht spoke of bank failures, saying 
that for the first time since 1929 a 
marked decline in such failures could 
be reported as starting in March of 
this year. Pointing out that this was 
one of the most encouraging signs in 
about two years, the speaker explained 
how Reconstruction Finance work 
would help keep banks and business 
healthy, providing machinery for 
credit. Thoroughly approving the 
Glass-Steagal Bill, he believed this 
measure would further liberalize a 
sound bank’s opportunity to borrow 
and.continue in business. This legis- 
lation, the Reconstruction Finance Cor- 
poration and other related projects are 
all steps in the right direction, Mr. 
Hecht said in conclusion; one of the 
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biggest things they can do is help dis- 
pel unwarranted doubt and _ re-estab- 
lish the deserved and necessary con- 
fidence of all of us in America. 


Jobbers Executive Session 
Tuesday 


An executive session was held by the 
Jobbers Tuesday morning, where Presi- 
dent Pitts, Secretary Eshleman and 
various committeee chairmen made an- 
nual reports on the progress of the 
past twelve months. Considerable dis- 
cussion was given to group or sectional 
meetings, proposed last year and fol- 
lowed out with reasonable success in 
the interim. It was generally agreed 
that State-wide groups within the 
Southern association would permit con- 
centration on the more local problems 
of the members, all of which might 
well be summed up at the annual gath- 
ering with the manufacturers. Atten- 
tion was given to potential income, in- 
creasing membership and _ getting 
larger attendance at conventions. 
Under the local group plan, it was de- 
cided that such a program could best 
be operated with local chairmen and 
secretaries, so that contact among 
members might be maintained on a 
truly helpful and intimate basis. Com- 
mittees were appointed and the meet- 
ing adjourned, that all might partici- 
pate in the general conference with the 
manufacturers. 


Tuesday General Conference 


President Alverson presided at the 
general conference, with President 
Pitts at his right. Expressing for the 
manufacturers continued appreciation 
of the opportunity of meeting with the 
Southern Jobbers, Mr. Alverson, in his 
semi-annual presidential message, said 
in part: 

“A few bright spots are appearing. 
After over two years of riot, it seems 
that the bank situation is not now so 





J. L. PITTS 


Brown-Roberts Hdw. & Supply Co. 
Retiring President 
Southern Hdw. Jobbers Ass’n 


entirely out of control. In 1930, over 
nine hundred banks were closed in the 
United States; in 1931 this situation 
became more acute and fourteen hun- 


dred and forty banks closed their doors 
with combined liabilities of over one 
and a quarter billions of dollars. 
January of 1932 started another unde- 
sirable record with over three hun- 
dred closings. February failures were 
about one hundred and twenty-five, and 
finally early in March came a day 
when not a bank closed, the first day 
in about two years. March figures on 
closings were not available when these 
figures were put together, but we all 
know that, by comparison with pre- 
ceding months, the condition was fa- 
vorable. 

“The stock markets have continually 
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W. M. BONHAM 
C. M. McClung & Co. 
First V. P., Southern Hdw. 
Jobbers Ass’n 


drifted lower, but that is indicative of 
what has happened rather than of 
events to come. We need only think of 
the liquidation made necessary by 1931 
bank failures with over one and a 
quarter billions of liabilities plus the 
holdings dumped to pay bank stock- 
holders’ assessments to realize why the 
stock market sags. 

“Some instances of industrial ac- 
tivity are worthy of record. The auto- 
mobile manufacturers are making a 
valiant effort to lead the way. Ford 
has done, and is doing, things in such 
volume that the influencé reaches out 
and is felt in many places. The Amer- 
ican Legion, with much cooperation, 
has secured work, possibly of a tem- 
porary nature, for over four hundred 
thousand men. With outside work just 
starting in the North, much greater 
reduction of unemployment is certain. 
Possibly each of you could mention one 
or more industries where improved con- 
ditions are apparent. 

“A certain result of these times of 
stress is a closer relationship between 
interdependent units like the producers 
and the distributors. During the time 
of the ‘great wind’ I fear that all too 
often neither of us has frankly ap- 
proached matters of common interest. 
Now, as never before, must we recog- 
nize the necessity of mutual support 
based on mutual confidence which can 
only come from a mutual attitude of 
candor and sincerity. 

“The producing factor has always 
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shown its interest in Southern meet- 
ings by its attendance. We are anxious 
to meet with you like this in a confer- 
ence where major problems may be 
discussed, general viewpoints estab- 





A. E. ALVERSON 
Greenlee Tool Co. 
President 
American Hdw. Mfrs. Ass’n 


lished, and broad sales policies crystal- 
lized.” 

In conclusion, Mr. Alverson ex- 
pressed the hope that the joint South- 
ern conventions would continue for- 
ever, and called on Secretary Rock- 
well for brief comments, which in part 
follow: 

“More business and better business 
is our goal, but in planning for the 
years ahead none should disregard an 
element which has heretofore been less 
important. America’s growth from 
the beginning has been so constant and 
so tremendous that we have in general 
accepted population increase as com- 
monplace, something always to be de- 
pended upon to absorb ever-increasing 
production, but facts indicated by the 
last census demand thoughtful consid- 
eration in all plans for productive ex- 
pansion. 

“Shifting tendencies of population 
mean ultimate changes in many lines 
of business. Unless there be a reversal 
of national immigration policy, which 
is unlikely, and an increase in the 
birth rate, for various reasons likewise 
improbable, the. expectation for the 
next decade is for a continued drop in 
the rate of population increase in the 
country as a whole. Forty years ago the 
yearly rate of gain approximated 3 per 
cent; twenty years ago, about 2 per 
cent; the present annual gain is at the 
rate of but about 1 per cent. :Unques- 
tionably the retarded growth of popula- 
tion in the United States is one of the 
important factors in the agricultural 
depression. 

“Urban population has _ increased 
from approximately 30,000,000 in 1900. 
to about 75,000,000 in 1930; In the 
same period’ farm population dropped 
from ‘one-half to one-fourth of total 
population. Obviously, this. tendency 
toward urban expansion eahnot indefi- 
nitely continue at the present rate. 
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“It is further indicated that the 
birth rate for the country as a whole 
has been lowered approximately one- 
fourth in the last ten years. Despite a 
lowered death rate, the ‘natural in- 
crease’ has dropped from about ten to 
about seven per thousand in that pe- 
riod. It is estimated that the loss in the 
years immediately ahead will equal 
present gain from immigration. 

“Changes occurring in bases of popu- 
lation growth and distribution smartly 
emphasize to manufacturers the eco- 
nomic danger of replacing without full- 
est advance investigation of consump- 
tive possibilities products now obso- 
lete or in failing demand by others ap- 
parently yet staple. It is probable that 
greatest profit in future years will be 
from products or devices entirely new 
and based upon study of what will best 
meet the convenience, comfort and 
pleasure of a people enjoying the high- 
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American Chain Co. 
Vice President 
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est standard of living in the civilized 
world.” 

In closing, Mr. Rockwell expressed 
disappointment that there was little 
hope of the Capper-Kelly bill, now in 
Congress committee, in its original 
form, getting any action this year, and 
further that Congress would not likely 
consider any modification of existing 
anti-trust legislation. 

Supplementing his 1931 convention 
talks at Galveston and Chicago, W. A. 
Bowers, U. S...Department. of Com- 
merce, talked on “Fimal. Facts of the 
Gulf Southwest Hardware Survey.” The 
essential facts as. given in this talk 
were published in full in the Nov. 5, 
1931, Harpware Ace. The talk was 
illustrated with charts, whieh are pub- 
lished in the department’s ligok on the 
complete survey. Copies of the article 
on the survey as published in Harp- 
wakE AGE will be furnished on request. 
Mr. Bowers explained that the study 
embraced details obtained from 100 
jobbers and 477 dealers in the States 
of Mississippi, Louisiana, Texas, Okla- 
homa, Arkansas, Missouri and western 
Tennessee. The facts covered sales of 
jobbers :to dealers, number of sales- 
men’s calls: per ‘dealer, number of. ac: 


counts per jobber, number of jobbers 
selling each retailer and other interest- 
ing costs data. 

Mr. Pitts proposed a formal vote of 
thanks to the Department of Commerce 
for its great work in the Southwest and 
for sending Mr. Bowers to the conven- 
tion to explain the survey. Seconded 
by W. D. Biggers, Continental Screen 
Co., this motion was carried with en- 
thusiasm. 


Wednesday General Conference 


Wednesday morning, both groups 
met in general conference to discuss 
informally mutual problems. It was 


called an “experience meeting,” at ° 


which many instructive ideas were of- 
fered. Substituting for President 
Pitts, Vice-President F. E. Pharr pre- 
sided, jointly with President Alverson. 

The opening discussion on “Making 
Money in Manufacturing and Whole- 
saling Hardware” was led by Geo. H. 
Halpin, sales manager, Minnesota Min- 
ing & Mfg. Co., St. Paul, who said in 
part: 

“There is rather general opinion ex- 
isting that business cannot get better 
until the whole economic order of 
things adjusts itself and that until then 
it is a useless waste of time and effort 
to do anything more than to try as best 
we can do to trim our expenses to meet 
the volume: of business we are doing 
and-try to break even. 

“Here is where we are today and I 





CHAS F. ROCKWELL 
Secretary-Treasurer 
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fear likely to. remain for a long while 
to come unless individual initiative be- 
gins oncé more to take the upper hand 
and by correcting our own individual 
conditions collectively correct’ and end 
the real causes of the trouble we are 
in today. , 

“Every industry has its. own indi- 
vidual problems. Few industries have 
a more real problem than our industry 
of manufacturing and wholesaling hard- 
ware. At the same time, few industries 
have the means of correcting that prob- 
lem which we have in the industry, for 
in the Southern Hardware Jobbers’ As- 
sociation; the National Hardware Asso- 
ciation ‘and ‘the American Hardware 
Manufacturers’ Association we have..as 
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representative a body of business men 
a8 exists in few other industries, and 
year after year these men gather at 
this and the national convention to dis- 
cuss their problems and year after year 
they go away with the feeling that aside 
from having made a few social and 
business contacts the time has been 
wasted listening to the same old sub- 
jects from turnover to the duty of the 
manufacturers to the jobber and finally 
nothing has been accomplished. 

“And each year the attendance grows 
less; manufacturers and wholesalers 
alike feel that their time can be better 
spent elsewhere and they don’t care. 
People are measuring carefully the 
money spent today and the only reason 
for the small attendance at this meet- 
ing is that they have decided that for 
the time and dollars spent coming here 
there will not be a like return, so they 
have remained away. ; 

“The question is what are we going 
to do about? There is a tremendous 
amount of capital employed in this in- 
dustry. Names of both manufacturers 
and distributors alike which are known 
the country over and which stand for 
solidity and soundness, and all are 
starving slowly to death. 

“T can ask any hardware manufac- 
turer or wholesaler in this room to 
chart his sales volume for the past ten 
years and aside from a few peaks the 
trend will be downward; the fact that 
we are below the average for the past 
few years means nothing at all. And 
what is the reason? 

“In the American Supply and Ma- 
chinery Manufacturers’ Association, co- 
operating with the National Mill Sup- 
ply Dustributors’ Association, there was 
started two years ago a joint merchan- 
dising committee for the purpose of 
selling the mill supply consumer the 
idea which is their slogan, “Buy from 
your distributor.” While only two 
years old, a decided degree of success 
has crowned the effort and both mem- 
berships are contributing of their time 
and money in furthering this cause. 

“In the American Hardware Manu- 
facturers’ Association, National Hard- 
ware Association and Southern Hard- 
ware Jobbers’ Association we’ have just 
as representative a group, numerically 
stronger, who working together and 
jointly for the purpose of making the 
hardware dealer a _ better merchant, 
raising his entire standard of oper- 
ations,. could accomplish untold won- 
ders in better the dealers’ conditions 
and in turn increasing their own sales 
and profits.” 

Leading the discussion on the second 
subject, “Stock, Prices and Values,.from 
the Standpoint of the Retailer,” Chas. 
J. Heale, Managing Editor, HarDWARE 
AcE, reviewed many price complaints 
he had heard from dealers and told 
specifically how certain jobbers had en- 
deavored to provide satisfactory prices. 
He told of the difficulty to get some 
dealers to actually follow the meeting 
of prices and told of the Walker plan 
in Canada, through which it was dis- 
covered only 15 per cent of all items 
(or about 500) required special prices 
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to meet existing competition. Express- 
ing the opinion that dealers’ pleas for 
better prices were too often met by 
manufacturers answering with a plea 
for appreciation of quality, the speaker 
urged that these two extreme views be 
studied by all factors of distribution, 
that quality merchandise might con- 
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tinue to be the backbone of hardware 
stocks, yet that manufacturers and 
wholesalers take steps to provide 
dealers with needed, better prices on 
highly competitive items. Exhibiting a 
handful of letters he had received from 
both dealers and manufacturers, Mr. 
Heale read extracts which proved his 
contention on the price situation and 
concluded by saying it looked more 
serious than it actually was and that 
with facts the problem could be met. 

In the discussion which followed, T. 
I. McAllister, editor, Southern Hard- 
ware, said there was too much con- 
servatism throughout the industry and 
that much work must be done to edu- 
cate dealers and their sales staffs on 
values and on selling methods. Thos. 
R. Frazar, Rome Hardware Co., Rome, 
Ga., favored putting the cards on the 
table in relations with retailers that 
they might always know the whole 
truth about conditions, good or bad, 
and deplored any misleading optimism 
which could not be backed up with 
proof. bs 

John K. ‘Dyer, Doherty Hardware 
Co., Baton Rouge, La., gave a very 
spirited plea for more. selling knowl- 
edge and for better understanding 
about lines handled. He told of special 
sales to meet competitive situations and 
said manufacturers’ salesmen should be 
in a position to bolster him up with 
facts about lines, so that he in turn 
could help his salesmen and they their 
retailer customers, who in turn would 
have the full benefits in handling con- 
sumers. ! 

President Alverson led the third sub- 
ject, dealing with departmentization of 
hardware selling efforts, in which he 
outlined a plan for wholesalers revis- 
ing somewhat redically their usual 
sales organization work. The. full text 


of this talk will be published in the 
May 12 issue of HARDWARE AGE. 

Houston Dudley, Gray & Dudley Co., 
Nashville, Tenn., offered the opinion 
that manufacturers must produce 
worthwhile merchandise, get costs 
down, and put into their products some 
individuality, in the way of features 
not found in every competitor’s goods. 
Mark Lyon, McGowin-Lyon Hardware 
& Supply Co., Mobile, Ala., doubted 
the wholesaler’s opportunity to sub- 
divide sales activities as suggested by 
Mr. Alverson, and strongly favored 
greater study of margins and of mer- 
chandise on which better margins could 
be obtained. He, too, was greatly in 
favor of greater knowledge of goods 
handled and of selling. 

The final ‘subject of the session was 
handled by Fred M. Everett, Colum- 
bian Rope Co., Auburn, N. Y., who 
said in part: 

“As manufacturers it may be stated 
that regardless of the demand for 
lower prices, we have not lost faith in 
the buying judgment of the American 
hardware merchant, nor in his knowl- 
edge and appreciation of values. We 
believe that quality products have their 
distinct place in the scheme of things 
—be it hardware, dry goods or gro- 
ceries. 

“The demand of the times has, how: 
ever made it necessary for manufac- 
turers who have consistently adhered 
to the policy of making only high grade 
merchandise to provide a lower grade 
or grades to help themselves and their 
jobbing friends to successfully com- 
pete for this class of business—as well 
as the strictly quality buyer and to 
provide a range of prices consistent 
with these grades. This is a simple 
necessity» which demands our consider- 
ation. , 

“The manufacturer does, however, ap- 
peal to the jobbers for support at this 
time and asks for consideration of 
these facts: 

“]__American capital is employed in 
making merchandise which you dis- 
tribute. 

“2—-American manufacturers pay 2 
large amount of: taxes,-both Federal 
and otherwise. 

“3—These manufacturers are giving 
employment and paying wages to men 
and women, which wages in turn go 
back to buy things produced here in 
the United States. 

“4-Should not therefore real sup- 
port be given by buying merchandise 
made in the U. S. A.—by American 
concerns. by free citizens and not prison 
or foreign-made products? 

“This presents a real serious ques- 
tion to all manufacturers today—for 
there is more foreign merchandise 
coming into this country now—in 'pro- 
portion to current sales and consump- 
tion than for a great number of years 
—and in certain lines like the one I 
represent—rope and twines—we are 
further beset by the serious competi- 
tion, from. prison-made products. We 
view this matter so seriously that we 

(Continued on page 50) 
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HARDWARE AGE 
ADVERTISING 


Se HARDWARE AGE 


FOR THE 


oye ADVERTISING SERVICE 


By Samuel Kalp 


HOW TO USE 


The illustrations, layouts and ads supplied with this service are especially ee 
planned to help every hardware store make its advertising more practical Ba 
and effective by the liberal use of human interest illustrations. Copy is 
always supplied in so far as it is practical for use by all of our clients. 

























The description ,and pricing of the items must necessarily be left to the in- 
dividual store in“most cases. In writing the descriptions to give to your 
printer with the*supplied ad layout keep in mind that brief, to the point 
descriptions are the most effective. The style, size. colors, unusual fea- 
tures or special economies effected by the use of the item should be given. 
If greatly reduced, it is sometimes desirable -to show former as well as 

or e une reduced price. If any question arises concerning the use of these ads, write 

us. You'll find us willing to help you sell more hardware at all times. 


BRIDE HOW TO ORDER 


Lovely practical things for the 








oe nl ee oo If you have local stereotyping facilities, request the complete sets of mats 
clocks ‘lamps new accessories of all the advertising illustrations on these two pages, inclosing your check 
if i for the bathroom — In fact for $1.25. If you need mounted cuts order them by number given under each 
" things to complete every room cut, listing the numbers in a column. Figure the charge of 35c. for each 
f in he house aoe at of the cut when less than ten cuts are ordered ; when ordering ten cuts or more 
very finest. quality “et prices figure the charge at 30c. for each cut ordered. Inclose check with order, 
that are 3 bound to save you please—this saves bookkeeping of small amounts. Send all orders to 
money. 


HARDWARE AGE ADVERTISING SERVICE 
239 W. 39th St. New York City 
(List Items ; . 
With Prices) (All Ads Are Planned Six Weeks in Advance to Give You Ample 
‘Time to Order Illustrations) 





YOUR STORE NAME 











Giving a Party? 


Then come to (Store Name). 


Everything for the Farm 


ia Be gy ee ee Thrifty farmers know that we’re specialists in things for the farm 
entertaining and the quality and therefore they know we carry the newest and finest in farm 
you'll be happy to show to your equipment. Our quality is of the best. When you buy it at (Store 

. ¢ Name) it lasts. Our prices are FAIR—the lowest you'll find for 


friends. Don’t struggle through 
rege cage ed = — = 
to the minute things and take 
a chance on your party bein 

ruined when you oan hinie b Good Strong Sturdy 
everything you need at such 


reasonable prices. Wheel Barrow 


(List Items (List Items 
With Prices) $0.00 With Prices) 


the same high quality. 








: 


(List Items Built te, give long weer fer all around 
e ° use. e frame and andles are of 
With Prices ) seasoned hardwood—jointed and grooved 


bed boards. Heavy steel braces—20 inch 
steel wheel—Bed measurements 30 x 
20 x 16 Painted and varnished. 


YOUR STORE NAME YoOuvUR STORE NAME 
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: HARDWARE AGE 
- RUDY YEO ATE 
a SERVICE 

FOR THE 


Shatter That Sleepy Summer Hush With WEEK 
Snappy Wide Awake Advertising ! 
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YACATION Pe 


OS 


Mencicewee Congratulations ! 
For a Happy Vacation Seen. S Se Se 


heartiest well wishes for a 





We planned for months to furnish you vacation needs of the brilliant future. We want you to 
right kind at prices you can afford. Look at these values— cone ploanyge onda gach a0 
Plenty more await you in the store. needs in the high quality smart 


young men and women of today 
demand at prices that are very 


(List Vacation Items With Prices) fair and reasonable. Get the 


habit of shopping at (Store) 
You’ll get the best and save 
Luggage Carriers 
$0.00 


money too. 
A heavy steel luggage carrier that can easily he 
attached to the running board of your car by three 
thumb screw clamps. Adjustable—folds into small 
space. Black lacquer finish—14 inches high 
extends to 72 inches. A very low price for this 
heavy quality. 


YOUR STORE NAME 





(List Items 
With Prices) 
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YOUR STORE NAME 




















Bathing Suits 


You can be sure you'll have what’s 
newest in Bathing Suits and that 
you'll look your best if you buy 
your suit at (Store Name). Our 
Suits are of all wool worsted yarns 
knitted in a rib stitch that gives 
you an elastic garment that is sure 
to fit snugly. Our high quality as- 
sures them keeping their shape and 
their smart trim appearance. All 
the new styles and colors—with 
complete size ranges. 





Bathing Supplies 





It’s good business to keep your 
home fixed up in the very best 
condition. It adds greatly to 
the joy and comforts of living 
in it and materially increases 
its value as well. We urge you 


. s . to take advantage of our low 
(List Bathing Supplies prices for our regular high 
With Prices) quality supplies at this time. 


(List Items 
With Prices) 





YOUR STORE NAME YOUR STORE NAME 
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LOW PRICES 
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NE of the most successful 
QO advertisers, even in these 

times, is Kenneth Col- 
lins, who directs the advertising 
of one of the country’s greatest 
stores. He has just brought out 
a book on the subject. Reviews 
of this book indicate that Mr. 
Collins has made truth in ad- 
vertising pay out hand- 
somely. The _ public 
does recognize honest 
values, and when 
convinced of such 
values, it will re- 


spond with real 
“cash money.” 
Price is not the 
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only consideratiow—other stores 
are offering a flood of cheap 
merchandise as well as merchan- 
dise cheap, but the public is not 
convinced of its value. The an- 
swer seems to be-that merchan- 
dising that gets the “no foolin’” 
idea across will get the business. 
The well organized dis- 
plays designed by our 
artist-display man _in- 
spire confidence in 
the value of your 
merchandise. Built 
upon the order pre- 
serving HARDWARE 
AGE _ interchange- 
able display fix- 


The Hardware Age Original 


ture, and kept free from cheap- 
ness, they attract the dollars of 
people who become regular cus- 
tomers. Principles of display 
are carefully taken into account 
when designing these windows. 


Instructions for Building 


If you have not already sent 
for the reprint of an article tell- 
ing you how yourgan build these 
fixtures for yourself, do it now. 
It is sent for the asking. There 
is no other condition attached to 
it. This set of fixtures will 
enable you to use the suggested 
windows presented with each is- 
sue. 
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At this season the color com- 
binations should begin to lean 
toward the cooler tints. Pale 
greens of different strength will 
fit the season—the warmer the 
season the cooler the color. 
Within the next few weeks we 
can commence to introduce blues 
in our color arrangements. Items 
like refrigerators, electric fans, 
ete., are aided by the suggestion 
of: coolness. obtained by using 
combinations of pale green, blue 
and-white. In the housefurnish- 
ings window the crepe paper tub- 
ing radiating to the outer sides 
and.corners will provide most of 
the color needed. 
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The fixture arrangement shown 
in the small illustration on this 


page is the basis for the displays * 


above. The small fixtures num- 






































This diagram shows the main arrange- 
ment of the interchangeable fixtures 
of the windows above. 


Window Display Suggestions 


bér four, shown on the floor a 
the sides are simply stood up on 
end in the window displays. 
Otherwise the arrangement is 
identical. ~ 

This use of fixtures helps to 
get the merchandise displays up 
off the floor of the window easily, 
so that they are in the natural 
line of vision when viewed from 
the sidewalk. 

As regularly advocated the 
price tickets used are uniform in 
design and color. The repetition 
of this type of ticket is a strong 
factor in getting attention for 
your window. 
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T Biloxi, have just moved 
A into a _ two-room suite 
which I will share with 
M. J. Lacey. A real luxury, yet 
by so doing each of us saves $2 
per day over the cost of having 
single rooms. Don’t understand 
the rate making involved, but 
know it is so. Moral, I suppose 
—once more the great power of 
coordinated effort. This suite 
has nine doors, each with a dif- 
ferent lock. Mr. Lacey has a 
key which will permit entrance 
through one hall door, control 
the lock on one bathroom and one 
closet and I have the same. 
Either key controls the other three 
doors. We have protection against 
each other (unnecessary, | as- 
sure you) and have three locks 
under common control. All nine 
locks except the two separate 
closet locks are sensitive to the 
floor key of the maid. The man- 
ager and the head repair man 
each have keys that control all 
of them and all others through- 
out the hotel. It is complicated 
and reminds of a talk on the 
train with L. L. Hodges of P. & F. 
Corbin on the subject of builder’s 
hardware. Double L told me 
about hotel locks and keys, that’s 
why I paid so much attention to 
our suite doors. Some time soon 
I plan a story on locks and keys, 
which I trust will make hard- 
ware men realize how really im- 
portant they are in the scheme 
of things. Watch for this, it will 
be worth while. 


— HA — 
Speaking of builder’s hard- 
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ware I am reminded, 
that it is, with tools, a 
basic hardware line. 
I question the abil- 
ity of the average 
architect to actually 
select the hardware 
for a dog house, 
much less his ability to pick out 
the hardware for an apartment 
house, private home or even an 
office building. It’s time hard- 
ware men asserted themselves 
and really cash in on their long 
experiences with hardware prob- 
lems for either selling the idea 
of proper quality to architects or 
going direct to the owners. The 
owner’s best interests are cer- 
tainly not served when an archi- 
tect is permitted to merely order 
“so much for hardware” without 
regard to the special needs the 
building in question might need 
or merit. 


— HA —— 


ED ALLEN of Barrett Hard- 

ware Co., Joliet, IIll., sold 
$28,165.00 worth of merchan- 
dise to 11,786 customers in 
1929. He sold $33,370 worth 
of merchandise to 10,902 cus- 
tomers in 1930. This was a 
total increase of $5,204, and an 
average sales increase of .67 per 
cent per customer. Manager 
Charlie Crawford tells us Ned 
did it by hard work properly di- 
rected. It seems that Ned kept 
a daily record of his sales and 
number of customers per day 
and sales per customer. With a 
full year’s record before him 





Just Among Ourselves 


by CHARLES J. HEALE 
Managing Editor, Hardware Age 


there was an inspira- 
tion to better the pre- 
vious year’s record 
and also a constant 
knowledge of where 
he was headed day by 
day. In 1931 Ned 
was assigned to an- 
other kind of a job, so we don’t 
have last year’s figures, but let 
us remember that with a thou- 
sand less customers he sold 
$5,204 more merchandise. He 
gave great attention to getting 
the second sale on related goods. 
His paint customers were sold 
brushes, his padlock customers 
were sold hasps, etc. We talked 
about the Pullman Co. some 
weeks ago. They’re working 
the same plan. They have less 
traffic so they try to offset their 
declining volume by selling the 
“lower” customer the upper 


berth. 


— HA— 


I came to Biloxi in company 
with executives _ representing 
five different factors in the arms, 
ammunition and powder busi- 
ness. It was interesting to hear 
them tell of the increasing popu- 
larity of skeet shooting, which 
has opened up an important 
channel for the retail hardware 
dealer to pursue in selling the 
necessary equipment. HARDWARE 
AGE has carried many stories 
about this sport and how success- 
ful dealers have made money on 
the equipment used. 
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WHISPERING 
Q SUMMERHEAT 
(dutomatic ELELTRIC Oil Burncr 


A PORTABLE OIL BURNER 
THAT IS AS EASILY 
INSTALLED AS A RADIO... 


Many hardware dealers are seeking merchandise that unchanged. Coal or wood fire may be used on emer- 
sells at a higher unit value to offset the many small lines gency and furnace may be used as a garbage incinerator 
they. must carry as a service to their community. The or rubbish burner. One size fits all types and sizes of 
SUMMERHEAT Portable Automatic Electric Oil Burner home heating plants.) SUMMERHEAT is equally eff- 


is the answer—you can sell it profitably at a price any cient for Warm Air, Steam, Hot Water or Vapor. Quiet 


a 











home can afford. Can be demonstrated in 5 minutes in operation. Low operating cost. Furnished complete 
just plug it in. Operates on any 110 volt circuit A. C. with portable room thermostat. Remember the exclusive 
or D. ¢ feature about SUMMERHEAT that wins people right 


No bricks or cement needed—even the grates are left over to it is the fact that it 


Is Installed Without Disturbing Present Heating 
: System 


(APPROVED EVERYWHERE) 


Dealers can offer SUMMERHEAT to their townspeople on 
our new exchangeable unit service plan similar to General 
Electric and Servel. Dealers in shaded territory shown on 
map can be supplied by Jobbers indicated. Jobbers and 
dealers in unshaded or open territory should wire or write 
us direct regarding franchise, territory, literature and full 
details. 


SUMMERHEAT CORP. of AMERICA 
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How’s we Hardware Business? 


by STEWART JAMES 


A trade digest of 
conditions affecting 
distribution of hard- 
ware and allied mer- 
chandise, gathered 
from trade areas of the 
entire country and pre- 
sented as a weekly fea- 
ture of Hardware Age. 
Mr. James interprets 
for hardware men, 
such basic factors as, 
crop outlook, freight 
ear loadings, circula- 
tion of money, build- 
ing progress, employ- 
ment, etc. He also deals 
with specific price 
trends, demand for 
merchandise, shortages 
and future outlook as 
reflected by his study 
of the national hard- 
ware market situation. 











April 26, 1982. 
Foundations for Betterment 


REVAILING comment from 
P leading authorities on business 

and finance trends moderately 
toward optimism as the month nears 
its end. A backward look to January 
first shows a distinct gain made in the 
all-important fundamentals of banking 
stability and public confidence. Foun- 
dations for improvement have been 
laid, and are being strengthened daily, 
though the actual building of better 
business on these foundations seems 
painfully slow. 

The threat in Congress of an in- 
equitable tax program, of undue dis- 
crimination against capital, and of 
growing government deficits undoubt- 
edly checked a hopeful start toward 
business revival, and brought some 
startling new lows in the stock market. 
Fortunately, these threats show every 
sign of disappearing by the exercise 
of sanity in the Senate, and under con- 
vincing reassurances from _ party 
leaders. 

Bank failures have almost ceased, 
and much money that was held inactive 
is finding its way baek into circulation, 
or into the banks. Mr. Meyer, gov- 
ernor of the Federal Reserve Board, 


Ae 


testified April 14 before a Senate com- 
mittee that more than a quarter of a 
billion dollars had been released from 
hiding since Feb. 1. Mr. Meyer also 
said that the Reconstruction Finance 
Corporation had advanced loans to 1319 
banks, 92 per cent to banks in cities 
of less than 100,000 population and 6 
per cent to towns of less than 10,000. 
There is every hope that, in turn, bank- 
ing accommodations to industry will be 
more promptly and more widely avail- 
able. 


Policy to Increase Credit 


As a late powerful stimulant for 
business, the reserve board has em- 
barked upon a policy of buying U. S. 
Goverment bonds in substantial quan- 
tities so as to increase credit. This is 
intended to divert conservative bank- 
ing, insurance and industrial reserves 
into other kinds of safe securities, 
which have remained rather stagnant 
under the powerful competition of U. 
S. bonds at low prices. 

The weekly statement of the Federal 
Reserve, ending April 13, besides show- 
ing a $100,000,000 gain in purchase of 
Government securities, revealed also a 
decline in discounts of $7,000,000, in- 
dicating in the new channel an effec- 
tive means of credit aid. Money in 
circulation dropped $35,000,000, a 
move that shows hoarding is no longer 
a serious factor. ) 


Activity at Low Ebb 


Bank clearings for the week ended 
April 13 were $4,928,385,000, accord- 
ing to Bradstreet’s, a total 17.2 per cent 
below the preceding week and 43.9 per 
cent below last year. As Col. Ayres 
reminds us, bank loans and bank de- 
posits continue to shrink because of 
business inactivity, and so we have 
the anomaly of credit deflation persist- 
ing, when credit expansion is needed, 
and under conditions which should 
stimulate credit. 

There is little evidence in most 
cities of any opening up of general 
business activity. Prices on the basic 
commodities either remain at their low 
level or continue to shrink, although at 
a less rapid rate than in recent months. 
Industrial and mining output are still 


slowly declining. Construction is at a 
low ebb, and freight loadings on the 
railroads continue far below normal. 


Wholesale and Retail Trade 


Mid-April reports to Bradstreet’s 
from fifty-five leading cities disclosed 
a somewhat more cheerful spirit pre- 
vailing, particularly in the Middle West. 
Cold weather through the first three 
weeks tended to cut down the volume 
of retail trade, though every day of 
good weather brought relative activity 
to retailers. 

Wholesalers are sure that the aver- 
age retail stock is too incomplete to 
take care of actual current demand, 
yet day-to-day small-lot buying is still 
prevalent among the retailers. In a 
few cases retailers are doing a business 
in volume somewhat better than during 
the first three months of 1931. The 
purchasing value of the dollar being so 
much greater than last year, the ledger. 
showings of the gains do not become 
apparent until analyzed. 

Retailers in some cities have adopted 
the practice of reducing their forces, 
and in other cases are shortening the 
working week for their personnel. By 
the latter method, the individual in- 
comes are made “thinner,” but all em- 
ployees are cared for and unemploy- 
ment is avoided. 


Better Steel Activity Due 


Iron Age reports bright spots ap- 
parent in the steel trade, in spite of a 
further decline in ingot production to 
21 per cent of capacity from the 22 
per cent low average previously re- 
corded. Indications of improvement 
were seen in slightly larger orders for 
rails and track supplies, a gain in 
orders for structural steel, and a step- 
ping up of automobile schedules. Ford 
placements are still pending, though 
the company has issued inquiries for 
sheets, strip, bars and wire necessary 
to produce the 300,000 cars for which 
it has orders. 


Week’s Commodity Index Up 


The Annalist Index of Wholesale 
Prices (based on 1913 as 100) rallied 
again to 91.4 on April 12 from 90.5 on 
April 5 and from the post-war low of 
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90.3 on March 29. During the quarter 
since Jan. 12 the index declined 3.1 
per cent, less than normal for these 
months, the loss during the same period 
of the six previous years having aver- 
aged 3.3 per cent. Whether the rela- 
tively smaller decline of the past three 
months and the actual recovery of the 
latest two weeks indicated the end of 


the downward trend remains to be seen. 

The individual advances were un- 
usually widely distributed, with the 
most important registered in wheat, 
corn, flour, coffee, beef and petroleum. 
Commodities which continue to be 
marked by weakness are the textile 
group, sugar, copper and rubber, sev- 
eral of which reached record lows. 


Crop Plantings Delayed 


There is continuing indication. that 
the hard winter-wheat crop will be the 
smallest since 1917 unless there is more 
rainfall. New seeding in the north- 
west section of the United States and 
Canada is from one to two weeks late 

(Continued on page 53) 





Hardware Market Highlights 








ANUFACTURERS’ accumulations and 
jobbers’ clearances afford many an op- 
portunity for startling bargain pick-ups by 
able retailers. It is known that slow movers 
in the better class jobbing houses are quickly 
knifed to figures at or far below cost. Such 
offers are moving a very large volume toward 
prompt disposal and consumption. 

Recent prices have been very steady on the 
heavy staples of the hardware store,—nails, 
bolts, screws, wire, fencing, netting, rivets, 
etc. Price firmness in the face of the lowest 
rate of demand gives continuing assurance 
that these foundation products have been 
rather thoroughly written down to foundation 
values. 

Kester solders on pound and five pound 
spools were reduced another cent a pound on 
April 16, the twenty pound spools remain- 
ing unchanged. The 34 year record low 
price on tin is affecting even more directly 
the daily fluctuating quotations on standard 
bar solders. 

The horse seems to be making a decided 
come-back this spring. Dealers and jobbers 
report a large business in team equipment. 

Prepared roofing prices have been upset by 
temporary freight allowances, soon with- 
drawn, and by the wiping out of the recent 
advance on the cheaper talc roll roofings. 
However, the hardware trade is benefited by 
an advance in the former extreme discount 
allowed on L.C.L. shipments to the U. S. Gov- 
ernment, mail order houses and railroads. 

The market on shellac has made further re- 
cent decline, and stands about 30 per cent 
below last year’s price at this time. Lack of 
demand and over-supplies of lac will tend to 
maintain this depressed condition. 


Fire extinguisher firms have announced 
higher resale prices on soda and acid and on 
foam type extinguishers —- an advance of 
about 20 per cent. Makers also announce 
that industrial and consumer business will be 
turned through jobber-dealer channels. 

Unusually fast selling continues on base- 
balls, bats and popular priced gloves and 
mitts. Several of the factories are unable to 
keep up their orders, without putting on addi- 
tional help and working a night force. Values 
are very much better than in previous years. 

Fishing tackle and fly manufacturers also 
report a sudden spurt in demand, and some 
plants have been obliged to put in consider- 
able overtime. 

March wholesale prices on six typical and 
standard plumbing fixtures for a six-room 
house, averaged $84.37, as compared with 
$88.42 in February, $97.86 in March, 1931, 
$104.51 in March, 1930, and $67.58 as the 
1913 average. The average total prices re- 
ported cover a staple 5 foot bath-tub, an 18 
x 24 in. apron lavatory, a low-tank syphon 
water-closet, a 20 x 30 in. enameled sink with 
drain-board, a two part cement laundry tub, 
and a 30 gallon range boiler. Retailers can 
now profitably offer, not only these staples, 
but several modern outfits at attractive low 
prices. 

Black Diamond and White Flyer clay tar- 
gets have declined nearly 20 per cent on both 
crate and barrel lots, the first price change 
on clay pigeons for several years. Targets 
always have been figured close to the cost of 
production, to encourage trapshooting, and 
the lower prices will be appreciated by the 
shooting fraternity. 
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The Story of the Southern Hardware Convention 


have for some time been sending out 
bulletins bearing on this subject.” 

Mr. Everett then read some of his 
company’s bulletins regarding unfair 
prison-made merchandise and told of 
his company’s efforts to combat this 
form of competition. 

The following committees of the Job- 
bers served during the convention: 
nominating: A. C. Cade, Allen & 
Jemison Co., Tuscaloosa, Ala.; Thos. 
R. Frazar, Rome Hardware Co., 


Rome, Ga. and W. A. _ Parker, 
Beck & Gregg Hardware Co., At- 
lanta, Ga. The resolutions commit- 


tee: Chas. Nuchols, American Hard- 
ware & Equipment Co., Charlotte, N. 
C.; Edwin Orgill, Orgill Bros. Co., 
Memphis, Tenn.; James C. Fox, Fox 
Bros. Hardware Co., Pine Bluff, Ark.. 
and P. H. Doherty, Doherty Hardware 
Co., Baton Rouge, La.; and the audit- 
ing committee: C. J. O’Neill, O’Neill- 
McNamara Hardware Co., Vicksburg. 
Miss.; J. K. Dyer, Doherty Hardware 
Co., Baton Rouge, La., and Harry A. 
Black, Black Hardware Co., Galveston, 
Tex. 

Officers elected at the final Thursday 
morning session of the Southern Hard- 
ware Jobbers’ Association were: F. E. 
Pharr, Buhrman-Pharr Hardware Co., 
Texarkana, Ark., as president, succeed- 
ing J. L. Pitts; W. M. Bonham, C. M. 
McClung & Co., first vice-president; R. 


(Continued from page 41) 


H. Baker, Fones Bros. Hardware Co., 
second vice-president; Harry A. Black. 
Black Hardware Co., third vice-presi- 
dent; John Donnan, W. S. Donnan 
Hardware Co., honorary vice-president, 
and R. P. Boyd, sergeant-at-arms. 

W. I. Moody, Orgill Bros., Co.; Mark 
Lyons, McGowin-Lyons Hardware & 
Supply Co.; J. L. Pitts and C. J. 
O’Neill, O’Neill-McNamara Hardware 
Co.; J. K. Dyer, Doherty Hardware Co.. 
form the executive committee, and the 
advisory board includes Messrs. Don- 
nan, Pitts, Black and Lyons. 

R. S. Martin, Southern Hardware, 
was elected secretary, succeeding Mr. 
Eshleman, and W. A. Parker, Beck & 
Gregg Hardware Co., Atlanta, Ga., is 
the new treasurer. 

Resolutions of thanks to those who 
participated in the convention, served 
on committee and to the hotel were 
passed at the final meeting. At this 
time there was expressed a desire to 
again meet at Edgewater Gulf Hotel 
for 1933. 


Entertainment and Golf 


There was ample entertainment in 
connection with the convention. Infor- 
mal dancing followed the Monday 
night session and Tuesday night sup- 
per was served outdoors about the 
swimming pool, which was decorated in 





Venetian style, gondolas and _ every- 
thing. Incidental entertainment was 
provided during the meal, followed by 
dancing on the terrace. The ladies en- 
joyed a yachting party Tuesday after- 
noon and Wednesday morning visited 
the beautiful Hecht Gardens at the in- 
vitation of Mr. Hecht, who spoke Mon- 
day night. Wednesday afternoon there 
was a motor drive and tea at the Gulf 
Hills Country Club for the ladies, and 
everybody joined in the Carnival Din- 
ner and Ball on Wednesday night. 

The golf tournament was held Tues- 
day and Wednesday afternoons, but 
starting Saturday there was plenty of 
golf foursomes taking advantage of the 
hotel course and visiting nearby clubs. 
In the convention tournament the win- 
ners and events were: P 

Low gross score, E. G. Lagarde, Lam- 
son & Sessions Co., with 79, first prize. 
and W. W. French, Moore-Handley 
Hardware Co., second prize, with a 
score of 83. . For low net score, W. K. 
Baker, Oneida Community, Ltd., took 
first place, with R. H. Baker, Fones 
Bros. Hardware Co., in second position. 
J. W. Patterson, American Steel & 
Wire Co., won the putting contest, and 
James T. Skelly, Hercules Powder Co., 
took the consolation prize. 

Mark Lyons and A. C. Cade took 
charge of the details of the golf tour- 
nament. . 


Who Makes It? 


SEBRING, OHIO: Who makes the 
Vig-Row and Hardy Rower exercis- 
ing machines?—The Leonard Hard- 
ware Co. 

ANSWER: Vig-Row: Anderson 
Pattern Works, Moline, Ill. Hardy 
Rower: Health Sales Corp., 1 Park 
Place, New York, N. Y. 


* *% * 


Jersey City, N. J.: Who makes 
the Spearhead boiler plug?—Geo. 
Rust. 

ANSWER: Spearhead Boiler Plug 
Co., 530 Leader Bldg., Cleveland, 
Ohio. 

Jounstown, Pa.: Who makes « 
combination bird cage stand, aqua- 
rium and fernery?—Overdorff Bros. 

ANSWER: Scholmann & Mayer, 
Inc., 3 W. 19th St., New York, N. Y. 


*% * *% 


DANVILLE, ILL.: Where can we ob- 


tain shatterproof bathroom tum- 


blers?—Otto R. Schultz. 
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Information regarding 
sources of supply as pro- 
vided readers of Hard- 
ware Age by its Buyer’s 
Catalog Department is 
here presented as an aid 
to others in the trade 
who may be seeking the 


same articles. 
‘ 


ANSWER: Shatterproof Glass Co.. 
151 S. Waterman Ave., Detroit, 
Mich. 

Newark, N. J.: Who makes Eclipse 
stencil cakes?—J.: Heller & Son. 

ANSWER: Binney & Smith, 41 E. 
43rd St., New York, N. Y. 

* * * 


FLORENCE, ALA.: Who makes the 
metal tags used by ginners for mark- 
ing bales of cotton, and which clamp 
around the tie?—John F. Jackson. 

ANSWER: Dixie Seal & Stamp 
Co., Atlanta, Ga., and Lowndes Cot- 
ton Tag Co., Atlanta, Ga. 

* * * 

EVANSVILLE, IND.: Advise where 

chimneys and wicks for the No. 4 


Radiant B & H kerosene lamp can be 
secured.—The Heldt Co. 


* * * 


Winnsporo, S. C.: Who makes 
Woolsey’s ground in oil colors? 
Also advise who makes Bondex, a 
waterpfoofing preparation in pow- 
dered form which is mixed with 
with water.—M. W. Doty & Son. 

ANSWER: (1) C. A. Woolsey 
Paint & Color Co., 500 Grand St., 
Jersey City, N. J. (2) Reardon Co., 
2200 2nd Street, St. Louis, Mo. 

* * * 

Union Sprincs, ALA.: Who makes 
the Wakefield section harrow ?—Cade 
Brothers. 

ANSWER: Wakefield Harrow Co., 
Lewisburg, Tenn. 


* * * 

EpcerToN, Wis.: Who makes the 
Hayes spray pump?—Hain, Livick 
& Arthur. 

ANSWER: Hayes Pump & Planter 
Co., Galva, Ill. 
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Light—a Powerful Sales Foree 


(Continued from page 28) 


lamps, fewer fixtures will give 
suitable lighting at lower instal- 
lation cost. 

When the ceiling of a narrow 
store is below 12 ft. good light 
distribution with a single row of 
units is not practical. Two rows 
of fixtures are necessary. Occa- 
sionally the narrow store will 
have a ceiling as low as 9 ft., in 
which event the fixtures must be 
mounted directly onto the ceil- 
ing and not suspended on hang- 
ers. Some day, when built-in 
lighting comes into its own, the 
illumination problem for the 
small store with low ceiling will 
be a simple matter, for then the 
light sources can be recessed in 
the ceiling so that the glassware 
is flush with the surface. 


Lighting the Wide Store 


In a store 18 ft. or wider, two 
rows of lighting fixtures are re- 
quired to give suitable lighting. 
Then as the width increases be- 
yond 30 ft. good lighting distri- 
bution is better obtained with 
three rows of units. 

In store lighting installations 
the fixtures should always be 
mounted on regular spacings. 
There are two reasons for this: 
it helps produce even light dis- 
tribution and it gives a pleasing 
appearance to the lighting sys- 
tem. The use of only two rows 
of fixtures in a store wider than 
30 ft. would mean spacing the 
units so far apart that good light 
distribution would not result. An 
exception might be in 


a store with a 14 or : 
‘ \ 


15-ft. ceiling and the 
fixtures equipped with 
300-watt lamps, in 
which case the spacing 
could be increased. 
Otherwise three rows 
of fixtures would give 
the kind of lighting 
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more nearly approaching re- 
quirements. The accompanying 
table shows the size of lamp, 
spacing and mounting height 
(overall length) of fixtures for 
stores of varying dimensions. 

Generally when the store is 
from 25 to 35 ft. wide and has 
a ceiling height of 12 to 14 ft., 
three rows of fixtures are recom- 
mended. As the width progresses 
to 40, 50 and 60 ft. four rows 
are desirable for good light 
distribution. Stores having a 
width of over 60 ft. usually have 
supporting columns which divide 
the floor area into bays. Light- 
ing for this type of store may 
have the fixtures placed one per 
bay and with a_high-wattage 
lamp, either 500, 750 or 1000 
watts. That always applies when 
the ceiling is high. If it is low, 
then the lighting installation con- 
sists of two or four fixtures per 
bay. 

Aside from the uniformity 
of illumination requirements, 
meaning light distribution, re- 
sulting by symmetrically spacing 
the fixtures with the bays, there 
is the general appearance of the 
installation to consider. The bays 
lend a harmonious aspect to the 
general interior. If the lighting 
fixtures are not mounted in re- 
spect to this layout, they appear 
conspicuous and distract the at- 
tention of customers. 


The physical characteristics of 
a lighting installation as brought 
out so far are really 
the fundamental essen- 
tials of store lighting. 
Kind of illumination, 
style of unit, color of 
walls, and main- 
tenance also fit into 
the picture as impor- 
tantthingstoknow. But, 
that is another story. 
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for you in 


KLEINS 


NYONE who appreciates 
good tools calls for 
Kleins when he buys 

pliers. The Klein reputation 
will sell fine tools for you. 
Klein Pliers are made in a 
wide variety of styles to 
meet every need of the 
skilled workman. It will pay 
you to carry Kleins. Check 
up on your stock now and 
order from your jobber. 


Klein Pliers have been 
standard with public utili- 
ties and master workmen 
—‘*‘since 1857.”’ 


Buy from Your Jobber 


Mathias He BOF BD &So= 


3200 BELMONT AVE., CHICAGO 
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Sells on Sight—Fast! 


with this new a ctive 4 color 
Counter Display Card.......sseees 


KEEP WIRES OFF THE FLOOR 


eh Ube bielice 


‘{@- ye 1s, 
‘fe sige I1Bise@ 
: : 
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Order Yours Today 

Put this new attractive 4 color 
display card on your counter and 
watch men and women buy this 
handy Justrite Push-Clip for 
keeping radio, telephone and 
lamp wires off the floor. Clips 
packed in cellophane envelopes— 
8 clips in each envelope—sells for 
10 cents—card carries 36 envel- 
opes in following color assort- 
ment: White, Old Gold, Ivory, 











Dark Brown, Dark Red, Green— 
to match cord or woodwork. Only 
a 10 cent item—but Oh, how 
it sellsf Write for attractive 
ag gh 


JUSTRITE MFG. COMPANY 
2073-77 Southport Ave. Chien o, Til. 








DW 
ABPINARE 


SHOULD MATCH 
CHAIN STORE VALUES 


5* to $10 


MERCHANDISE 








DON’T BE UNDERSOLD by the 
CHAINS on 5¢ to 25¢ staple everyday 
selling items throughout your store and 
have your customers feel that you are 
high priced on all lines of General Hard- 
ware and Housefurnishings, just because 
you are out of line on the 5¢ to 25¢ lines. 


DON’T BE UNDERSOLD. Get 
CHAIN STORE BUYING CONNECTION 
on the 5¢ to 25¢ lines, sell at CHAIN 
STORE PRICES, make CHAIN STORE 
PROFITS, or don’t handle this popular 
line of merchandise. 


DON’T BE te ea a Secure 
the facts about the ‘‘C. s."", an 
organization that has SPECIAL IZED in 
5¢ to $1.00 merchandise for 18 years. 


Consolidated Merchants Syndicate, Inc. 
PIERRE H. MEYER, Pres. 
890 Broadway New York City 


Attach this coupon to your letterhead and learn 
how you can INCREASE YOUR SALES and 
PROFITS on 5¢ to 25¢ MERCHANDISE. 


eT eT re Lr er eer 
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Marvin’s Store Meetings 


(Continued from page 33) 


there has been no difficulty in get- 
ting people to visit the basement 
department, and that his sales of 
housewares have practically 
doubled since the new plan was 
adopted six months ago.” 

“Well,” said Charlie with a 
smile, “I guess I’m licked. Jim 
has the facts and he is talking 
about the very competition we 
have to meet. However, I am 
convinced that the only way we 
could handle a basement depart- 
ment profitably, would be to have 
it just as attractive as that one in 
Lawrenceville. We would also 
have to keep it just as well 
lighted, and we would absolutely 
need some one down there all the 
time to meet customers and keep 
the place in shape.” 

“T agree with you there Char- 
lie,” said Mr. Marvin. “You 
probably remember that some 
time ago we decided to hire a 
girl for housefurnishings sales. 
I put it off, however, largely be- 
cause of the very things Jim has 
brought up. If we go ahead with 
this basement plan, a suitable 
sales girl will be necessary. How 
many of you think we should 
have a regular housefurnishings 
department; hold up your 
hands?” Every hand went up. 
“Now,” he went on, “how many 
favor the idea of a basement 
salesroom for the department?” 
Again the vote was unanimous. 
“Very well then,” he said, 
will give it a trial. Van, you had 
better run over to Lawrenceville 
with Jim, Monday, and make a 
study of Franklin’s arrangement. 
He’s a good friend of mine, and 
will gladly give you all the de- 
tails.” 

“Now remember—all of you,” 
he continued, “this basement 
salesroom is your idea. It is go- 
ing to be up to you to make it a 
success. May, do you think you 






could get your friend Mable Har- 
rison to give us some ideas on 
arrangement, new items, etc.?” 

“I’m sure she will,” said May 
quickly. “I'll write her tomor- 
row. She has been promising me 
another visit and perhaps she can 
arrange it for some time soon.” 
“Tell her I will gladly pay the 
expenses of her trip,” said Mr. 
Marvin. “That will help some,” 
May replied laughingly, “her 
grandfather was a Scotchman, 
and she’s a business woman.” 
“‘She’s a very talented girl,” said 
Mr. Marvin approvingly, “and 
you may tell her so for me.” 

“That seems to just about fin- 
ish our discussion,” said Jim, 
“we'd better stop before the Boss 
incriminates himself. A motion 
to adjourn is in order.” 

As they walked home that eve- 
ning May turned to Van and said 
impulsively, “I’m going to sug- 
gest Irma Baldwin for that house- 
furnishings job. She worked un- 
der Mable Harrison for two 
years and only came back here 
after Mr. Baldwin’s death be- 
cause she wanted to be with her 
mother.” “That’s a good idea,” 
said Van enthusiastically, “Irma 
is a mighty attractive girl.” “Js 
that so?” May retorted. “Per- 
haps it’s a good thing you have 
that branch store in mind. As 
long as you’re at the main store, 
however, I’ll have to keep an eye 
on that basement.” 

“Don’t worry, my dear,” said 
Van, “I’m not looking for a 
harem. All I am afraid of is 
that I’ll have my eyes so centered 
on the office that I’ll forget the 
stairs and break my fool neck on 
them some day.” “Of course I 
wouldn’t want you to get hurt 
Van,” May replied teasingly, 
but—a girl always likes ‘to have 
an attractive man fall for her.” 
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Over My Desk 


(Continued from page 37) 


They ignore points at which hundreds of 
millions could be cut, and yell about 
small sums. They fuss at the wrong 
places. Don’t make this mistake yourself. 
Consider the following rough arithmetic 
for perspective: 
Total cost of running the government 
next year, about 4 billions. 
Biggest single item, veterans, pen- 
sions, bonus, about 1 billion. 
Next, national defense, army, navy, 
644 millions. 
Public debt interest, not reducible, 
640 millions. 
Public debt principal, retirement, 
postponable, 500 millions. 
“Costs of war’—army, navy, debt, 
veterans, etc., 2% billions. 
Public works, buildings, roads, water- 
ways, etc., about 500 millions. 
Postal deficit, which reorganization 
could reduce, 155 millions. 
General government administrative 
expenses, about 600 millions. 


“More perspective on department costs, 
rough, approximate: Treasury is most ex- 
pensive department, costing around 300 
millions. Department of Agriculture, minus 
roads, costs around 80 millions, but only 
about one-fourth is for strictly agricul- 
tural purposes. Interior Department costs 
around 75 millions—reclamation, Indians, 
lands, etc. Department of Commerce costs 
well under 50 millions, mainly for light- 
houses, aeronautics, navigation, etc. Less 
than 5 millions is for Bureau of Foreign 
and Domestic Commerce, a business pro- 
motion bureau, special benefit of business; 
oddly enough, business interests them- 
selves are directing a campaign of petu- 
lant propaganda against this Bureau. 
Farm Board expects to spend around 16 
millions next year, mainly loans. Shipping 
Board costs around 21 millions a year, 
mainly subsidy, loans. 

There are plenty of places where ex- 
penses can be trimmed and reorganiza- 
tions can be effected. Politics make a very 
effective deterrent, however. The slashing 
is apt to be crude and emotional.” 


In Washington the other day 
we had the pleasure of meeting 
the leading men of the Philip- 
pine delegation to the United 
States seeking their independ- 


ence. That is a funny story too. 
If you wish interesting informa- 
tion on the subject of the Philip- 
pine independence, read the book 
recently written by Senator 
Hawes of Missouri called 
“Philippine Uncertainty, an 
American Problem.” 

Probably you noticed the over- 
whelming vote in Congress the 
other day giving the Philippines 
their independence in twelve 
years, but the Senate is still to 
be heard from, also the Presi- 
dent with his veto power. In the 
meantime, when Japan reads in 
the American papers that if we 
give up the Philippines she will 
probably immediately grab 
them, she calls back: ““We don’t 
want the Philippines. We would 
not take them, free, gratis, for 
nothing.” 

I see in the new budget that 
the Philippines in future will 
have to pay $5,000,000 a year 
for their own constabulary. 

Write for Senator Hawes book. 
It is published by the Century 
Company of New York City. It 
is not only full of history, but it 
is also very interesting reading. 
He tells a lot about our old 
friend, Aguinaldo, who is still 
alive and kicking. 





How’s the Hardware Business? 
(Continued from page 49) 


because of continued cold weather. 

It is reported from California that 
the citrus orchard owners are finan- 
cially unable to tend properly the groves 
of orange trees. This condition, it is 
felt, will be reflected in the quality of 
next year’s fruit crop. The north cen- 
tral States report some freezing in 
fruit areas. Cotton districts are diver- 


sifying crops and reducing cotton acre- 
age. 


Lower Prices Announced 
on Farrand Rapid Rules 


The Stanley Rule & Level Plant, New 
Britain, Conn., who have recently ac- 
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quired the exclusive right to manufac- 
ture Farrand Rapid Rules, have an- 
nounced new low prices on that line. 


No. A72, 6 ft., with firm diametrical 
grip, hand polished nickel plated case 
and detachable blade, now retails for 
$2.50 for either nickel plated blades 
or blades plated with rust resistant 
metal. 

No. C72, 6 ft., the medium priced 
model, with detachable blade, can be 
sold for $2, either finish. 


No. D72, 6 ft., which has a nickel 
plated blade hinged to a featherweight 
case, retails for $1.50. 














Do They Want QUALITY? 
Do They Want PRICE? 
Here’s FULL Value 


in BOTH! 


The quality customer and 
price customer have this 
much in common — they 
want VALUE—VALUE in the 
1932 sense of the word. 


In every price class the new 
Vichek wrench line makes 
immediate sales and stimu- 
lates re-sales with sheer value 
alone. Fast turnover coupled 
with the Vichek low inven- 
tory plan builds immediate 
and lasting profits for you. 


The VLCHEK TOOL Co. 
3006 East 87th Street, Cleveland, Ohio 


Wrenches, Screw Drivers, Hammers, 
Chisels, Pliers 
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HUGO WEIDMANN HEADS OLD GUARD 


New 
National 


Weidmann, 
La., 


Tube Co., was elected president 


Hugo 
leans, manager, 
of the Old Guard, succeeding 
James - Skelly, Hercules Powder 
Co., at that organization’s annual 
meeting at Edgewater Gulf Ho- 
tel, Edgewater Park, Miss. Tues- 
day, April 19, held as usual dur- 
ing the convention of the South- 
ern Hardware Jobbers’ Associa- 
tion. Sheffield Clark, Sheffield 
Clark & Co., Nashville, Tenn., 
and James Hutchinson, Stanley 
Works, New Britain, Conn., were 
chosen as vice-presidents. R. P. 
Boyd, Savage Arms Co., past 
president, and for several years 
secretary-treasurer, was again 
chosen to fill that office, which 
has been filled for two years by 
L. L. Sullivan, Atlanta, Ga., rep- 
resentative of Irwin Auger Bit 
Co. 


Members chosen for the execu- 
tive committee were: Geo. ‘I, 
Bailey, Oliver Iron & Steel Co.: 
John Gilmore, American Steel & 
Wire Co.; Henry Archer, New 
Orleans, La., manufacturers’ 
agent; Geo. T. Price, Kelley Axe 
& Tool Div., American Fork & 


Hoe Co.; John E. Haviland, J. E. | 


Haviland & Co., and Chas. T. 
Power, Chain Products Co. 


Guests from the two associa- 
tions holding convention were 
A. E. Alverson and Chas. F. 
Rockwell, president and secretary 
of the manufacturers; J. L. Pitts 
and S. St. J. Eshleman, president 
and secretary of the jobbers, with 


Mark Lyons, J. E. Stone, W. D.. 


Biggers and Leslie Stratton. 

The next meeting of the Old 
Guard will be held when and 
where the Southern Jobbers 
meet. 


HAMPTON HDW. CLOSES 


The Hampton Hardware Co., 
Marysville, Cal., pioneer firm, 
has closed out its business, which 
was founded in 1861 by George 
North and sold in 1869 to Wight- 
man & Hampton. C. C. Hamp- 
ton, Jr., succeed as president 
upon the death of his father. 
The building has been leased to 
Booth & Herboth, another hard- 
ware firm in Marysville. 


Or. @————-- 


| HATTIESBURG HARDWARE | 








STORES BUY TWO FIRMS | 


The Hattiesburg Hardware | 
Stores, Hattiesburg, Miss., have 
acquired the merchandise, ac- 
counts, books and records as | 
well as certain other properties | 
of the Chambliss Hardware Co. | 
and the Will-Reese Hardware 
Co., both of Hattiesburg. Hat- 
tiesburg Hardware Stores is a 
new wholesale and retail corpo- 
ration. Officers are: President 
and manager, S. L. Heidelberg; 
vice-president, H. H. Chambliss, 
and secretary and treasurer, J. 
Randolph Smith. 


STANDARD ELECTRIC 
STOVE DISTRIBUTORS 


The Standard Electric Stove 
Co., Toledo, Ohio, has appointed 
three new distributors. H. R. 
Curtiss & Co., San Francisco, 
Cal., has the northern California 
territory, while American Motor 
Equipment Co., Boston, Mass., 
has been named for the eastern 
Massachusetts area. Benton- 
Bailery Co., Richmond, Va., han- 
dles eastern Virginia. 


NICHOLS IS KRON CO. 
NEW YORK MANAGER 


The Kron Co., Bridgepoit, 
Conn., formerly The American 
Kron Scale Co. of New York, 
manufacturers of industrial 
scales, has appointed George A. | 
Nichols as New York district 
manager. Mr. Nichols will he 
located at 801 Chrysler Building, 
New York City. He was former- | 
ly New York district manager- 
Wright Mfg. Co. 





BROWN CO. BUYS STORE | 


The Brown Hardware Co. has | 
succeeded Schutte Bros. Hard- 
ware, 1157 Castleton Avenue, 
West New Brighton, Staten 
Island, N. Y. 


MASTON OPERATED ON 
FOR APPENDICITIS 


Willard E. Maston, vice-presi- 
dent and sales manager, Eagle 
Picher Lead Co., Cincinnati, 
Ohio, and president of the Na- 





| Birch 


tional Paint, Oil and Varnish 
Association, had an emergency 
operation for appendicitis, April 
2, at a hospital in that city. It 
is reported that Mr. Maston is 
progressing very nicely. 
WALKER BUYS STORE 
Vernon W. Walker recently 
bought the business of Raymond 
Hardware. Mr. Walker 
had previously been with the 
Clark Hardware Co., Lexington, 
Ky., for seven years, having been 
connected with the J. Von Gru- 
nigan Hardware Store, Nicholas- 
ville, Ky., prior to that time. 


SCOTT BUYS STORE 
SANTA ANA, CAL. 

R. T. Scott, Santa Ana., Cal., 
has purchased the hardware busi- 
ness of S. Hill & Son in the 
same city. The Hill store was 
founded in 1886 by S. Hill, who 
continued proprietorship until 
his death in 1913. 


ANDERSEN AND DECKER 
FORM DAWN MFG. CORP. 

Fred E. Andersen and Harry 
Decker, formerly with A. F. Dor- 
meyer Mfg. Co., Chicago, IIl., 
have formed the Dawn Mfg. 


| Corp., with offices at 2811 North 


Ashland Avenue, Chicago, ill. 
The corporation will manufac- 
ture and distribute electrical 
specialties and mechanical de- 
vices. 


WARD IS PRESIDENT, 


COLUMBIA PHONOGRAPH 


With the reorganization of ex- 
ecutive personnel, in the selec- 
tion of H. E. Ward as president 
and H. Curtiss Abbott vice-pres- 


| ident in charge of sales merchan.- | 
dising and advertising, Columbia 


Phonograph Co., Inc., 55 Fifth 
Avenue, New York, announces 
extension of its operations to in- 
clude the manufacture and mar- 
keting of a new line of radio re- 
ceiving sets. 

F, J. Ames remains as treas- 
urer of the company. Department 
heads include: John S. Watters, 
sales manager of the phonograph 
record division; A. A. Trostler, 
sales manager of the radio divi- 
sion; Frank B. Walker, manager 
of the division of electrical re- 
cording for broadcast programs. 
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' Seager, president. 





FORM OHIO VALLEY 
UNIT OF M. E. W. A. 


Formation of a separate in- 
formal unit of the Ohio Valley 
Automotive Jobbers Association 
among Pittsburgh, Greensburg 
and Johnstown members has 
been announced by Elton R. 
The group is 
headed by C. W. Vey, Pitts- 
burgh, with the title of chair- 
man. 

The Ohio Valley Association 
at their meeting in Pittsburgh 
voted to delegate President 
Seager and one other member 
to be named later as théir rep- 
resentatives at the summer con- 
vention to be held at Chicago in 
June. This group is affiliated 
with the Motor and Equipment 
Wholesalers Association, of 
which Mr. Seager is treasurer. 

B. W. Ruark, general manager, 
Motor and Equipment Whole- 
salers Association, addressed the 
group, outlining the national re- 
gional association plan, with the 
M. E. W. A. as the agency 
through which wholesale distrib- 
utor opinion and action are given 
significance. 


REPURCHASES STORE 


Robert J. Harwood has pur- 
chased the Dresslar Hardware 
Co., 1646 North Vermont Ave- 
nue, Hollywood, Cal., and will 
operate it under the name of the 


Harwood Hardware & Paint Co. 


He established the store, which 
will again be independently op- 
erated, in 1913, and merged it 
with the Dresslar Hardware Co. 
three and a half years ago. 


CHICAGO PAINT CLUB 
HEARS PLUMB, HORGAN 


George V. Horgan, general 
manager, National Paint, Oil & 
Varnish Association, and Dr. R. 
A. Plumb, central zone vice-pres- 
ident, addressed the April 14 
meeting of the Paint, Oil & Var- 
nish Club of Chicago, discussing 
the major undertakings of the 
national organization. In the ab- 
sence of W. J. Hough, president 
of the association, who is con- 
fined to a hospital, vice-president 
J. L. Reque conducted the ses- 
sion. Frank L. Sulzberger pre- 
sented the uniform financial plan 
of the national association, which 
was discussed by the members. 
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Your 


vertising helps you get 
Price 


Gardeners call the Gold Wrapped Hose 
A BARGAIN AT #5-=° 


NOWING as much as you do 
about garden hose, you can’t 
take much satisfaction in selling the 
cheaper grades. Nor, in the long run, 
can you take much of a profit. With 
everybody cutting hose prices, no- 
body can make much money. 
There’s never been any good reason 
why the bulk of hose business should 
be in the low-price brackets. This 
year, there’s less reason than ever. 


Hundreds of dealers, during the 
past few seasons, have demonstrated 
the feasibility of selling hose at a fair 
price, taking a fair profit. They have 
concentrated on Goodrich Maxecon, 
the tough hose that doesn’t crack, or 
leak, or develop kinks. 


Taking advantage of our consistently 
strong advertising support, they have 
converted a large number of gardeners 
from cheap hose to GOLD WRAPPED 
Hose. Even the depression hasn’t 
been able to stop the trend. 

Naturally, we’re going to help our 
dealers hold the ground they have 
gained. We have set up a sizable appro- 
priation to advertise Goodrich Maxecon 
Hose at a new fixed price : . . $5.50 for 
fifty feet (regular 5% in. size, black). 

We're not suggesting that you load 
up on Goodrich Maxecon, but we do 
suggest that if other dealers can convert 
customers from cheap hose (and sales 
prove it) then there’s no reason why you 
should be content to sell low-priced 
brands. 


Goodrich Maxecon Garden Hose 


APRIL 28, 1932 


Put out a few rolls of Goodrich Maxecon 
where its brilliant wrapper can be seen. 
You’ll find that our advertising makes 
it easy to sell at $5.50. You don’t have 
to cut your price, or clip your profits. 

Talk to your distributor about the 
new advertised price. And ask to see 
Multispray, first garden hose with built- 
in sprinklers. If your distributor has not 
yet been supplied, send the coupon. 








HLA. M-3 
The B. F. Goodrich Rubber Company 
Akron, Ohio 
Gentlemen: Please send me more information 
about the Goodrich Multispray. 
Name__ = ee 
Address — 
Cie. = State 
My distributor is = 
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M. A. A. J. HOLDS 7TH 
ANNUAL SPRING SESSION 


The Middle Atlantic Automo- 
tive Jobbers Association, one of 
the regional working units of the 
Motor and Equipment Whole- 
salers Association met April 18 
at the Penn-Atlantic Club, Phila- 
delphia, Pa., for a two-day con- 
ference, with Roy W. Shreiner, 
president, presiding. The M. A. 
A. J. is composed of 35 jobbing 
houses with approximately 50 
wholesale outlets in eastern 
Pennsylvania, New Jersey, Del- 
aware, Maryland and the District 
of Columbia. 


Other officers are: Horace I. 
McConnell, vice-president, and 
Franklin P. Gaul, secretary and 
treasurer. A meeting of the 
board of directors preceded the 
meeting of members. 

B. W. Ruark, general man- 
ager, Motor and Equipment 
Wholesalers Association, de- 
scribed the national association 
as an “organization composed 
only of jobbers of parts, equip- 
ment, accessories and supplies, 
organized for the adequate rep- 
resentation of the automotive 
jobbing industry.” He outlined 
the M. E. W. A. nationwide re- 
gional association plan, through 
which the national body accom- 
plishes united wholesale distrib- 
utor action _ throughout the 
United States and Canada. 


E. T. Satchell, president, Mo- 
tor and Equipment Wholesalers 
Association, and a charter mem: 
ber of the M. A. A. J., addressed 
the gathering on the subject 
“Should a Jobber Buy from 
Competing Manufacturers.” 

Appointment of official repre- 
sentatives from the M. A. A. J. 
to the summer conference of the 
Motor and Equipment Whole- 
salers Association at Chicago in 
June, extension of credit inter- 
change, key-line distribution 
chart, and purchasing informa- 
tion questionnaire for wholesale 
distributors’ use are some of the 
topics to be discussed. 





CONESTOGA AGREES ON 
SUIT SETTLEMENT 


The Conestoga Corp, of Beth- 
lehem, Pa., manufacturers of 
Big-Bang, has announced that an 
agreement has been reached to 
settle its suit instituted against 
a selling organization recently 
for infringement of its United 
States patent No. 1,352,715, cov- 
ering toy gas cannon. The man- 
ufacturer of the infringing guns 
is now licensed under The Con- 
estoga Corp. patents and patents 
pending and has agreed to dis- 
continue manufacturing and sell- 
ing its product after July 4, 
1932, and to fully recognize the 


56 





validity of the Conestoga patent 
and its rights, and also to trans- 
fer to Conestoga all of its good- 
will, patents and applications for 
patents. 


NEWHALL CORP. MOVES 
OFFICES, WAREHOUSE 


The New York offices of the 
Henry B. Newhall Bolt Co. and 
its divisions, Diamond Expansion 
Bolt Co., Newhall Chain Forge & 
Iron Co. and New Jersey Foun- 
dry & Machine Co., will move 
from 9-15 Park Place to the 
ground floor of 48 West Broad- 
way on May 1. At the same time 
the stockroom and warehouse 
will move from 78 Murray Street 
to the West Broadway address. 





ANNUAL CONVENTION OF 
STEEL WAREH’SE GROUP 
TO MEET MAY 17-18 


B. R. Sackett, 500 Arch Street, 
Philadelphia, Pa.,  secretary- 
treasurer American Steel Ware- 
house Association, formerly 
American Steel & Heavy 
Hardware Association, has an- 
nounced that the organization’s 
twenty-third annual convention 
will be held at the Commodore 
Hotel, New York City, on May 
17 and 18. G. L. Lacher, man- 
aging editor, The Iron Age, with 
which Harpware AcE is af- 
filiated, will talk on “What Im- 
portations of Foreign Steel Mean 
to American Industry,” while H. 
W. Barclay, editor, Mill and 
Factory Illustrated, will discuss 
“The Distributive Service Ren- 
dered by the Steel Warehouse.” 
There will be addresses by out- 
standing executives in the steel 
industry and presentation of the 
advertising plan of the organiza- 
tion. 


MINDES BROS. SUPPLY 
CO. WANTS CATALOGS 


Mindes Bros. Supply Co., East 
St. Louis, Ill., recently suffered a 
fire, which destroyed its entire 
stock and building, part of 
which was covered by insurance. 
Temporary headquarters are be- 
ing occupied at 323. Broadway, 
East St. Louis, Ill., until arrange- 
ments for adjustments and new 
quarters, with a new and com- 
plete stock, can be made. 

The company requests. manu- 
facturers of hardware, paints, 
glass, plumbing and electrical 
supplies, etc., to send catalogs 
and other information. 





BUYS OUT PARTNER 


Irving Arnquist has purchased 
the interest of his partner in 
Our Own Hardware Store, Hoff- 
man, Minn. ‘The business has 
been operated as a partnership 
for two years. 








HARRY G. BLACK KILLED IN AIRPLANE 


Son of Texas Jobber Flying Own Plane Has Fatal 
Accident During Southern Convention 





Tuesday night, April 18, the 
Biloxi convention was shocked to 
learn of the death of Harry G. 
Black, 43, vice-president, Black 
Hardware Co., Galveston, Tex., 
and son of the president of that 
firm, who is so well known. in 
hardware circles and vice-presi- 
dent and general manager of the 
Texas Nail & Wire Mfg. Co., Gal- 
veston, Tex. Mr. Black, a skilled 
aviator, lost his life flying be- 
tween Galveston and Houston, 
Tex., that Tuesday afternoon. 


His father and mother were at the 
convention at the time. 

Mr. Black joined the Black 
Hardware Co. in 1910. In addi- 
tion to his business career, he 
participated in military activi- 





CHARLES GREGOIRE 


Charles Gregoire, 64, Kew 
Gardens, N. Y., for forty-three 
years connected with P. & F. 
Corbin, New Britain, Conn., died 
April 1, in Jamaica Hospital, Ja- 
maica, N. Y., two days after an 
operation. Mr. Gregoire came to 





CHARLES GREGOIRE 


/ 
this country from Birmingham, 


England, in 1889, joining P. & F. 
Corbin at the New Britain of- 
fice, being transferred to the New 
York City office a year later, hav- 
ing been connected with that of- 
fice until the time of his death. 

Mr. Gregoire was an authority 
in his particular field and was 
instrumental in securing con- 
tracts for the hardware equip- 
ment of many of the notable 
buildings in New York City, as 
well as the Mitsui Bank and 
Office Building of Tokyo and 
other great structures in other 
cities, including the contract for 
the Rockefeller Radio City 
Group, still in process of devel- 
opment. He had been active in 
business until the time of his op- 
eration and was well liked by 
his associates in the hardware 
industry and in architects’ of- 
fices. 








HARRY G. BLACK 


ties, going to the border in 1914 
as a second lieutenant in thie 
Texas National Guard. He was 
instrumental in the formation of 
a naval unit in Texas, being com- 
missioned by the Governor to re- 
cruit and organize the unit. Later 
he was promoted to the rank of 
lieutenant commander and is said 
to have commanded the first or- 
ganized troop movement of 
American troops on the entry of 
this country into the World 
War. He later commanded a 
torpedo boat and subsequently a 
destroyer, finally becoming de- 
stroyer flotilla commander. 

He was active in the Galveston 
Chamber of Commerce, and on 
Monday had substituted for his 
“father as a Galveston representa- 
tive in a railroad rate equaliza- 
tion case in Houston. He was 
also active in the Galveston Ar- 
tillery Company, as well as va- 
rious other organizations. 

Because of this tragic event 
the Texas Hardware Jobbers 
postponed indefinitely their con- 
vention scheduled at Galveston 
April 22 and 23. 

He is survived by his parents, 
his wife and two children. 





GEORGE W. STALTER 


George W. Stalter, 71, tool 
manufacturer, died in Grand 
Rapids, Mich. Until his recent re- 
tirement he had been in the tool 
business in Grand Rapids for 
fifty years. In 1910 he founded 
the Stalter Edge Tool Co., man- 
agement of which was taken over 
by his son, F. M. Stalter, last 





year. 
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INCREASE 


That’s the increase in dealers’ average lamp sales reported by one 
distributor in Spring Activity. Many similar successes reported 


by other distributors . . . . 


@ Lamp agents who tied in with General Electric’s Spring 
Lamp Activity are going places and doing things. 

46 dealers served by one distributor, went 37% above 
their quota in February. 

And this increase is typical of the reports coming in from 
all parts of the country. 


This shows how quickly lamp sales respond to aggressive 
promotion. It shows that the public wants lamps, needs 


lamps—and will buy lamps if you go after them in- 
tensively. 

Now is the time to push lamps—not only for increased 
lamp volume—but because lamps bring in other customers 
who will buy hardware and other items. 

For practical, proven selling ideas, and pre-tested display 
materials to help you sell more lamps, get in touch with 
your lamp supplier, or write to the General Electric Com- 
pany, Nela Park, Cleveland, Ohio. 


Hear the ‘‘G-E Circle” ... the woman's clubsof-the-air . . . over National Broadcasting Company coast-to-coast network of 58 stations, at twelve, noon, Eastern Daylight Saving 
Time, every week-day but Saturday .. . Also every Sunday, at 5:30 p. m. E, D. S, T. with the world’s finest voices singing the world’s favorite songs. 


EDISON MAZDA LAMPS 


GENERAL 6 ELECTRIG 


APRIL 28; 1932 








ENNIS RETIRES AFTER 
50 YEARS IN BUSINESS 


Walter A. Ennis, who operated 
a hardware business in Pleasant- 
ville, N. J., has retired, after op- 
erating his own store for the past 
seventeen years. 

Mr. Ennis states that he never 
missed a discount in conducting 
his store. He has rented his 
store. 


VOSBIKIAN CO. NOW 
OXFORD TOOL CO. 


Vosbikian Bros. Co., 180 West 
Oxford Street, Philadelphia, Pa., 
incorporated April 2, under the 
name of Oxford Tool Co., at the 
same address. New equipment 


This attractively planned store 
of R. F. Willis & Bro., Penn’s 
Grove, N. J., is used in serving 
its wholesale and retail trade. 
Recently the firm moved to a 
new building and spent about 


$3,000 in new display equipment. | 


R. F. Willis, president and treas- 
urer, States that the new equip- 
ment has produced what was ex 
pected of it in enabling speedier 
service to customers because of 
the storage space given by the 
modern displays. 

Most of the company’s trade 
is dgne by the wholesale end of 
the company, so that the store 
is chiefly used as a sample and 
display room. The retail busi- 
ness is largely that diverted to 
the Willis store by retail stores 
in Penn’s Grove, which because 
of the size of the town do not 
find it practical to carry as 
large a line as the Willis store. 
The Willis firm cooperates with 
the retail hardware stores there 
as far as possible. 

R. F. Willis started his busi- 
ness in Penn’s Grove in 1901, at 
which time he purchased a small 
retail store, which had been in 
the hands of a receiver. In 1920, 
the firm took over the old Ca- 
pelle Hardware Co., Wilmington, 














has been added for the execution 
of orders for mechanic’s tools, 
drop forging and metal stamp- 
ings. Gordon G. Campbell is 
president, while George H. Sut- 
terly is general manager. 





ANDERSON HDW. MOVES 


Anderson Hardware has op- 
ened its new store at 154 Main 
Street, Ansonia, Conn., in the 
Comen Building. The business 
was formerly located at 289 
Main Street. 





WISE HDW. OPENS 
J. M. Wise & Son have opened 


a hardware business in Lake 
City, Minn. 








UNIFORM MECHANICS’ 


Greater security against loss 
by building owners when they 
are paying their accounts for new 
building construction is seen as 
a development which will result 
from the adoption by the States 
of a uniform mechanics’ lien act, 
a revised draft of which has just 
been completed by a committee 
working in collaboration with the 
Commerce Department. The act 
will also eliminate difficulties in 
receiving payments by contrac- 
tors, materialmen and others en- 
gaged in construction operations. 
it is said. The adoption of the act, 
the committee believes, will tend 
to improve credit conditions in 





R. F. Willis & Bro. Have New Store in Penn’s Grove, N. J. 


and office equipment to its ware- 
houses and store in Penn’s Grove 
at which time some of the 


former Capelle employees were 
started on the road. Since that 
time the business has been from 


the only net profit that really 
obtains for the jobbers. As to 
the advantage derived from tak- 
ing cash discount, would state 
that this reflects very handsome- 
ly on our side of the profit and 





85 per cent to 90 per cent whole- 
sale. 

In addition to the three officers 
of the company there are ordi- 
narily 18 or 20 employed in the 
business. Advertising is done by 
the firm in the form of news- 
paper space, personal letters and 
envelope stuffers. 

Of the firm’s prompt payment 
of business, Mr. Willis says, 
“We find that this method of 
buying is the only successful 
method today: and, at the pres- 


Del., and moved its merchandise | ent time, serves to create about 





loss column in our annual state- 
ment.” 

The Willis firm recently added 
a line of wheel goods. As this 
end of the business is largely 
wholesale, the company does not 
maintain repair services. 

Of the new fixtures Mr. Willis 
says, “We feel that they are the 
direct results of our having a 
nice increase in business volume. 
Furthermore, they are a great 
help to us in displaying our 
merchandise to our wholesale 
customers or trade.” 
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LIEN ACT REVISED 


the building industry and will 
provide an equitable balance he- 
tween the burdens to be assumed 
and the benefits to be derived 
by persons affected by legisla- 
tion of this nature. 

The committee which prepared 
the act was appointed by Presi- 
dent Hoover while Secretary ot 
Commerce in 1925 at the request 
of the National Association of 
Builders’ Exchanges and is rep- 
resentative of all the interests 
involved. Cooperating with it 
was a_ special committee ap- 
pointed by the Natonal Confer- 
ence of Commissioners on Uni- 
form State Laws. The confer- 
ence gave the act its approval at 
its annual meeting in September, 
1931, and this body and the 
American Bar Association will 
take their final action on the 
draft at their annual meetings in 
1932. 

Following are the salient fea- 
tures of the revised uniform me- 
chanics’ lien act: 

When the owner observes pro- 
cedure that is set out in the 
act, liens against his property 
are limited to the contract price. 
By the terms of the act liens are 
effective from the time the build- 
ing project is commenced. Pro- 
vision is made for the giving uf 
informal notices by lienors to in- 
form the owner of unpaid ac- 
counts, and the making of pay- 
ments by the owner is regulated. 

The act provides penalties for 
the misapplication of funds in- 
tended for construction purposes. 

As a preliminary to instituting 
action to recover a lien debt, a 
formal claim of lien would be 
filed for public record within 
three months after the final per- 
formance of services by the [ien- 
or and the form of this notice is 
sent out. Action to enforce the 
lien may be begun within one 
year from the filing of this 
notice. 

The priority of liens among 
themselves and in relation to 
other forms of encumbrance iz 
designated. 

The act also provides for the 
taking of a bond from the con- 
tractor by the owner which would 
be conditioned for the payment 
of all lien claims. The method 
of enforcing claims under such 
a bond is prescribed. 

Copies of the revised draft in 
printed form may be purchased 
from the Secretary of the Com- 
mittee, Dan H. Wheeler, care of 
the Bureau of Standards, Wash- 
ington, D. C. Single copies are 
available at 10 cents per copy 
and a schedule of reduced prices 
applies on quantity lots in ex- 
cess of 25 copies. 
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$500,000,000 
Worth of Fruit 
in 1932 






1932 is a natural CONSERVO 
year. To save money, more and 
more home canning is done. 

And CONSERVO, with its big 
capacity, its good name, its hundreds 
of thousands of satisfied users, and 
now its new low price, fits right in 
the picture. 

Be sure of yourself. Place your 
order now for delivery when the canning season opens, 
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CONSERVO 


Advertised in the National Magazines 


Everhot exceptional electric appliances make your electri- 
cal department out of the ordinary. 

Sell your fishermen customers a Wupee Electric Worm 
Getter. Brings the bait right up out of the ground by 
electricity. 


The Swartzbaugh Mfg. Co. 


TOLEDO, OHIO 


Manufacturers of Everhot Electric Cookers, Sandwich Toasters, Electric Air 
Conditioners and many other useful appliances for the home, 
office and institution. 
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# Another Wrought Steel Set with No. 730 £ 


ll efficient Set to sell at an appealing low price. 








lpopular GRIFFIN] 
ISCREEN DOOR SETS 





No. 1745 Screen and Storm Door Set 


MW A Wrought Steel Set with No. 740 Griffin Loose ff 
} -Joint Ornamental Hinge. Pivot pin feature | 
i enables convenient use of Screen and Storm 
=; Doors interchangeably. Four popular finishes. = 


— 


No. 1735 Screen Door Set 
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| Griffin Loose Pin Hinge. Offers a practical, 


SS 


Also featured in four popular finishes. 


The No.1740 and Other Fast-Selling Sets are ¥O 
Illustrated in the Latest GRIFFIN Catalog. 


(GRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 


MANUFACTURERS 


Branch Offices:- 
NEW YORK: 45 Warren Sr, BOSTON: 113 PuRCHASE ST. 
CHICAGO: 162 N. CLINTON St. SAN FRANCISCO: 703 Market Sr. 
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CANFIELD CO. HOLDS 
MERCHANDISING MEET 
The Canfield Electric Supply 

Co., wholesalers, Kingston, N. Y., 

held a spring merchandising din- 

ner for 125 electrical appliance 
merchandisers in the Hudson 

River Valley-Catskill Mountain 

region and part of New England, 

at the Governor Clinton Hotel, 

Kingston, N. Y., April 8. Electri- 

cal appliances for household and 

other use were displayed in vari- 

ous parts of the hotel. H. E. 

Dexter, manager, Central Hudson 

Gas & Electric Corp., guest 

speaker, gave a talk on the ad- 

vancement of the electric indus- 
try in the Hudson River Valley 
area. H. B. Payor, Landers, 

Frary & Clark, New Britain, 

Conn., spoke on “Progress,” 

sketching the history of his or- 

ganization. 

R. A. Transue, Westinghouse 
Lamp Co., New York City, gave 
an illustrated talk on “Main 
Street, A Mine of Golden Light- 
ing Dollars,” showing the possi- 
bilities and advantages of proper 
lighting in the home, in store 
windows and on the street. Other 
speakers discussed various phases 
and angles of the electrical in- 
dustry. 


ATKINSON ADDRESSED 
NORTH JERSEY DEALERS 


R. J. Atkinson, Brooklyn, 
N. Y., was the guest speaker at 
the April 12 meeting of ~the 
North Jersey Hardware and Sup- 
ply Association held at the Elks’ 
Club, Westfield, N. J. Other 
guests and, speakers were: W. 
Glenn Pearce, managing director, 
Pennsylvania & Atlantic Sea- 
board Hardware Association; H. 
A. Cornell, Brooklyn, N. Y., and 
Thomas Grogan, president, 
Brooklyn Hardware Association. 
Members of the Jersey Shore 
Hardware Dealers Association 
and of the New Jersey Retail 
Hardware Association were pres- 
ent at the meeting, which op- 
posed the bill pending in the 
New Jersey State legislature re- 
garding the licensing of con- 
cerns cutting keys. 

President J. J. Leonard, South 
River, N. J., presided at the 
meeting. The May meeting will 
be a group session, under the 
auspices of the PASHA, to be 
held at a point to be announced 
at a later date. 





H. G. POTTER’S OFFICE 
NOW IN NEW YORK CITY 
H. G. Potter, advertising and 
merchandise manager, Ames- 
Baldwin-Wyoming Shovel Co., 
Parkersburg, W. Va., has now 
established his office at 225 
Broadway, New York City. 
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Cc. J. CHRISTOPHER 


CHRISTOPHER TO SUCCEED CASEY AS MANAGER OF 
MINNESOTA-SOUTH DAKOTA ASSOCIATIONS 


Charles H. Casey, manager and 
treasurer of the Minnesota-South 
Dakota Retail Hardware Asso- 
ciations, will turn the manage- 
ment of the associations over to 
C. J. Christopher, assistant man- 
ager, on Aug. 1. For nine years 
Mr. Casey, who is a past presi- 
dent of the National Retail Hard- 
ware Association and a former 
Jordan, Minn., hardware dealer, 
has served as manager of the 
Minnesota-South Dakota group, 








CENTRE HARDWARE CO. HAS MONTHLY MEETINGS 


Staff meetings are held by the 
Centre Hardware Co., Boston, 
Mass., the first Monday of each 
month, with the employees and 
executives of the branches at 
Malden, Roslindale, West Rox- 
bury, Somerville and Dorchester 
participating. The following 
Monday the managers of the six 
stores meet as The Cenco Stra- 
tegy Board to discuss the gen- 
eral staff meeting. Some of the 
points covered at the staff meet- 
ings are competitive buying, ap-,; 
pearance of stores, appearance of 
employees, methods of handling 
various classes of patrons and 
improvement of business. Most 
of the meetings are held in Bos- 
ton. At many of the sessions 
sales demonstrations are given. 

Officers of the meetings re- 
cently elected are: President, H. 
L. Shufro, Boston; vice-president, 
S. L. McHott, Boston; treasurer, 
Albert N. Spector, Roslindale; 
secretary, Richard A. Shufro, 
Malden, and sergeant at arms, 
Charles Riggollizzio, Boston. H. 
L. Shufro, owner of the chain, 
who is located at the Boston 
branch, had his first job in that 
store 20 years ago. 

In addition to its business 
meetings, the employees’ group 
holds social functions during the 
year. At every other meeting re- 
freshments are served. An an- 
nual outing is held, as well as 








CHARLES H. CASEY . 


having succeeded H. O. Roberts 
of the Minnesota association. 
Mr. Christopher has been with 
the association for more than ten 
years, and has been assistant 
manager for the past four years. 
Mr. Casey’s resignation was ac- 
cepted at a meeting of the board 
of governors as an economy 
move, as it was felt that the 
management, for the present 
period, could be conducted by 
one person. pr 


one or two banquets for the em- 

ployees and their wives and 

sweethearts. 

B. CHRISTIANSON JOINS 
MONTGOMERY WARD 


B. Christianson, until recently 
secretary of the Wisconsin Re- 
tail Hardware Association, has 
joined the staff of Motgomery 
Ward & Co., Chicago, Ill, as 
merchandising manager in charge 
of hardware sales for the North. 
west district, with headquarters 
in St. Paul, Minn. 





HARLAN PROGRESSES 
AFTER OPERATION 


Walter Harlan, secretary-treas- 
urer, Southeastern Hardware & 
Implement Association, is making 
good progress, following an op- 
eration performed recently in an 
Atlanta, Ga., hospital. 





OPENS NEW STORE 
The Quality Hardware Co. has 
opened its store at 103 Merri- 

mack Street, Haverhill, Mass. 





REOPEN GRANDE STORE 


With additional floor space 
and new fixtures and equipment 
the Grande Paint & Hardware 
Co., 212 Chestnut Street, Vir- 
ginia, Minn., reopened business 





with a grand opening sale. 











MacFARLAND HARDWARE 
50 YEARS IN BUSINESS 


The J. MacFarland & Son 
hardware store, 9 Brooks Street, 
Wollaston, Mass., is celebrating 
this year its fiftieth anniversary 
in business. The present man- 
ager of the store, A. W. Mac- 
Farland, assumed that duty in 
1919, marking the third gener- 
ation in the business. He was 
recently elected a director of the 
New England Hardware Deal- 
ers’ Association. 

The firm was founded in 1882 
and is one of the oldest in the 
city. 


SELL GRAY HARDWARE 

R. J. Leth, Coon Rapids, Iowa, 
has purchased Gray’s Hardware, 
Ida Grove, Iowa. The hardware 
stock will be added to. 





BUYS PARTNER’S SHARE 


M. W. Boonhower has pur- 
chased the interest of T. W. 
Streeter in the Boonhower- 
Streeter Hardware Co., 113 North 
Federal Avenue, Mason City, 
Iowa. The store will be re- 
modeled. 


SIPPEL STORE DAMAGED 


The hardware store of A. A 
Sippel, 41 Market Street, New- 
ark, N. J., was damaged by 
smoke and water, when fire of 
undetermined origin occurred in 
a clothing store in the same 
building, April 11. 





NEW YORK PAINT CLUB 
WILL MEET MAY 12 


The New York Paint, Oil and 
Varnish Club will hold its next 
meeting May 12 at the Waldorf- 
Astoria Hotel. The telephone 
number of the club has been 
changed to MOhawk 4-7959. 





HINDS STORE BURNS 

The Hinds Hardware building 
and stock in Park Rapids, Minn., 
were badly damaged in a fire 
which occurred last month. 





SCHAW-BATCHER PASSES 
OUT OF EXISTENCE 


Upon the merger of the Thom- 
son-Diggs Co. and the Schaw- 
Batcher Co., Sacramento, Cal., 
wholesale hardware distributors, 
the latter firm passed out of ex- 
istence. Consolidation of the or- 
ganizations was announced in the 
April 21 issue of HaArpDWAkE 
AGE. 


JENKINS HDW. FIRE 

Fire badly damaged the Jen- 
kins Hardware Store, Ann Ar- 
bor, Mich., recently. 
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The New 


BICKNELL 


Lawn Clothes Dryer 

PRESENTS 
Outstanding 
Advances. oe 


in design and con- 
struction. 








‘-_ 





RUSTLESS 
BRAIDED aS METAL 
CLOTHESLINE NTe EYELETS 


(PATENT PENDING) 


BICKNELL 


POSITIVE LOCKING 
DEVICE 


(PATENT PENDING) 


Aa locking device. Rustless metal 
eyelets prevent wear of clothes line. A\ll 
wood parts finished in water-proof aluminum by 
special dipping process to match the hot galvan- 
izing of metal post and castings. 









Sent to you complete with 
socket and post in sealed corrugated carton 


Made by manufacturers of nationally ac- 
cepted Bicknell Folding Ironing Table, both 
quality products which every home will 
appreciate. 








Write for attractive prices 
for spring delivery. 






J. F. BICKNELL LUMBER CO. 


Worcester, Mass. 
Se ROEM 
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PACKAGED NAILS 
Met"More Business 


STERLI NG 



















FF EASY TO £ 







PATENT APRLIEO FOR 


5 POUNDS NET 


8 COM 


NAILS: 


THAT ss ‘ 
ST LE 
Bi cos: oy 



















Patented No. 1846709 





ERE is the modern way to sell Nails. Distinctive, 
attractive cartons of unusual display value will 
instantly appeal to your customers. Each carton 
contains Five Pounds of Sterling Non-Splitz Nails— 
the better Nail with oval shank and chisel point— 
that eliminates split wood, has 50 to 70% greater 
holding power, made of special high carbon steel to 
prevent bending. More Nails per pound. 




















Easier and quicker to sell—No wrapping or weigh- 
ing—Sterling Non-Splitz Nails are already packaged! 


Accurately measured cartons insure full profit. 


Mail the coupon today for complete details and how 
to get FREE Display Stand 






NORTHWESTERN BARB WIRE COMPANY 
Since 1879 
STERLING, ILLINOIS 











Please send complete information on Sterling Non-Splitz 
Nails. 
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OIL BURNER GROUP RECEIVES TRADE PRACTICES PROGRAM; 
SETS UP ADVERTISING CODE AT CONVENTION 


The Ninth Annual Oil Burner 
Convention and Show, conducted 
by the American Oil Burner As- 
sociation, closed in Boston, Mass., 
on April 16, after a week that 
established new attendance rec- 
ords for oil burner shows and a 
record breaking registration in- 
sofar as the industry itself was 
concerned. 

The board of directors reaf- 
firmed its vigorous objections to 
the excise oil tax. It also re- 
ceived a program of trade prac- 
tices for the industry and set up 
an advertising code whose pur- 
pose is “to raise the standard of 
advertising through the elimina- 
tion of unethical and disparaging 
copy” and through positive state- 
ments rather than negative, “to 
sell the industry as a stable, re- 
sponsible, fully established in- 
dustry.” The dealer division 
membership increased from 144 
to 2383 members, while the indi- 
vidual division membership had 
increased from 9 to 49 members. 

The immediate potential mar- 
ket was clearly visualized for the 
convention by Ralph B. Wilson, 
vice-president, Babson’s Statisti- 
cal Organization, who placed it 
at 3,000,000 homes and that the 
industry could count on a normal 
expansion of demand of at least 
200,000 homes a year. 

Other speakers were: Katha- 
rine A. Fisher, director, Good 
Housekeeping Institute; R. M. 
Sherman, president, Silent Glow 
Oil Burner Corp.; Walter S. 
Goodwin, New York sales con- 
sultant; E. V. Walsh, general 
sales manager, Timken Silent 
Automatic Co.; B. K. Breed, 
commercial and industrial sales 
engineer, Preferred Utilities Co.; 
Walter F. Tant; Rudolf Neu- 
burger, merchandising  con- 
sultant, Zapon Co.; C. F. Cor- 
nelsse, manager, retail division, 
May Oil Burner Corp.; John H. 
McIlvaine, president, McIlvaine 
Burner Corp.; Joseph R. Mur- 
phy, general sales manager, Taco 
Heater, Inc.; Vincent S. Day, 
chief engineer, Carrier - Lyle 
Corp.; R. G. Bookhout, editor, 
Plumbing and Heating Contrac- 
tors Trade Journal; Robert Tins- 
man, president, Federal Advertis- 
ing Agency, and Prof. L. E. 
Seeley, Mason Laboratory, Shef- 
field Scientific School, Yale Uni- 
versity. 

Mayor J. M. Curley addressed 
the annual banquet. Morgan J. 
Hammers, vice-president and 
general manager, Petroleum Heat 
and Power Co., New York City, 
was elected president, succeeding 
Walter F. Tant. The executive 
committee elected includes: 
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Morgan J. Hammers, Haldeman 
Finnie, Timken Silent Automatic 
Co.; E. M. Fleischmann, May 
Oil Burner Corp.; W. J. Smith, 
Cleveland Steel Products Corp., 
and R. M. Sherman, Silent Glow 
Oil Burner Corp. Of the forego- 
ing the following were named 
vice-presidents of the associa- 
tion: Messrs. Finnie, Smith and 
Sherman. R. S. Bohn, Preferred 
Utilities Mfg. Co., New York 
City, who was named chairman 
of the dealer division, succeeding 
Lionel L. Jacobs, also was named 
vice-president, as was J. Il. 
Hirsch, Automatic Burner Corp. 


To fill vacancies on the board 
of directors from the manufac- 
turers’ division the following 
were elected: Robert Hoffman, 
president, York Oil Burner Co., 
York, Pa., and J. A. Lattner, sec- 
retary-treasurer, Century Engi- 
neering Corp., Cedar Rapids, 
Iowa. To fill vacancies from the 
dealer division, George Steele, 
Automatic Utilities Inc., Bogota, 
N. J., and John W. Scott, Buck- 
ley & Scott Utilities Co., were 
elected directors. 

Mr. Tant was elected a life- 
time honorary member of ihe 
American Oil Burner Association. 








J. B. FARNUM CO. NOW 
IN NEW QUARTERS 


The J. B. Farnum Co., manu- 
facturers agents and wholesale 
distributors, Woonsocket, R. L., 
has moved to new quarters in the 
Brown-Carroll Building, 7-1) 
North Main Street. The hard 
ware department was formerly at 
151 Main Street, while the radio 
department was at 23 North 
Main Street and the paint and 
wall paper department was sit- 
uated at 91 North Main Street. 
Hardware, tire, radio and re- 
frigerator departments are in the 
basement of the building, while 





the first floor is occupied by the 
household merchandise, paint, 
sporting goods and electrical ap- 
pliance departments. On _ the 
second floor is the wall paper de- 
partment and main office. 

Officers are: President, George 
W. Carroll, and treasurer, Wil- 
liam J. Brown. 


RIFLEMAN HDW. SOLD 


Rifleman Hardware, Madison, 
Wis., has been sold by creditors 
to C. L. Collingnon, Woon- 
socket, S. D., hardware dealer, 
who will operate both stores. 








CONCLUDE HEARINGS 
ON TAX BILL PROPOSAL 


(From Our Washington Bureau ) 

Hearings on the 1932 revenue 
bill were concluded last week aud 
as the measure was taken up by 


the Senate Committee on Fi- 
nance for final consideration it 
carried sales taxes of 5 per cent 
on mechanical refrigerators and 
10 per cent on firearms and 
shells and 10 per cent on sport- 
ing goods and cameras, to be im- 
posed upon articles sold by the 
manufacturer, producer or im- 
porters. 

The proposed tax on mechani- 
cal refrigerators, including parts 
as well, is estimated to raise $6,- 
000,000 in the fiscal year 1933. 
The estimated revenue of the 
proposed taxes on firearms and 
shells and on sporting goods are 
$2,500,000 and $6,500,000,000 re- 
spectively. The entire bill car- 
ries taxes estimated at somewhat 
more than $1,000,000,000. 


The proposed tax of 5 per cent 
on mechanical refrigerators was 
attacked before the Senate com- 
mittee by Louis Ruthenberg, De- 
troit, Mich., representing most 
of the mechanical refrigerator 
output, which stated that me- 
chanical refrigerators are not 





luxuries, but are necessities, and 
contended the tax was discriin- 
inatory. He urged a_ general 
manufacturers’ sales tax such as 
had been brought before the 
House, but was defeated. 

Some of the members of the 
Senate committee are in favor of 
it, notably Senator Reed, Penn- 
sylvania, and Senator Shortridge, 
California.” It is doubted that 
this tax plan will be substituted 
for the House bill. 

Senator Smoot, chairman of 
the Finance Committee, hopes to 
have the bill reported by May 
1 to the Senate for considera- 
tion. It is believed the bill will 
carry some revisions, but that 
generally it will take the course 
of the House bill. But the de- 
sire to settle the question of bal- 
ancing the budget as nearly as 
possible and the wish of Con- 
gress to adjourn before the po- 
litical conventions outrank other 
considerations. 


BUY DAVIDSON HDWE. 


Davidson Hardware, Craw- 
fordsville, Iowa, has been pur- 
chased by R. R. and H. L. 
Shaffer. 


KLINE & CO. CLOSING 
OUT HARDWARE DEPT. 


Kline & Co., Williamsport, 
Pa., for sixty years one of the 
| largest retail hardware concerns 
in north central Pennsylvania 
and for thirty years wholesale 
distributors, are now closing out 
their hardware stock and in the 
future will confine efforts to au- 
tomotive accessories and garage 
equipment. The firm was 
founded in 1873 as Kline & 
Keller, later becoming Kline & 
Co. The firm was incorporated 
in 1898 and in 1903 entered the 
wholesale business. 

Following the death of James 
N. Kline several years ago, the 
control of the firm was sold to 
Neyhart Hardware Co., Williams- 
port, Pa., retailers, at which time 
the companies were merged, al- 
though both continued opera- 
tion as separate organizations. 
Last summer the Kline & Co. 
retail store was closed, the 
wholesale end of the business 
being continued. 

The Neyhart Hardware Co. 
will continue operation as a re- 
tail hardware, furniture and 
sporting goods store. 


MILLER RETURNS 
... TO SOUTHWEST 


C. A. (Viko) Miller of the 
Aluminum Goods Mfg. Co., Man- 
itowoc, Wis., has been trans- 
ferred from the Indianapolis ter- 
ritory to the southwest, with 
headquarters in Dallas, Tex. 

Mr. Miller is no stranger in 
the district to which he has been 
transferred. For the ten year 
period between 1920 and 1930 
he represented the company in 
the section embracing Arkansas, 
Louisiana, Mississippi, Texas-and 
Oklahoma. 

In 1930 he was transferred to 
Indianapolis, where he covered 
the industrial field and the job- 
bing centers of Indiana. He will 
now represent the company’s 
complete lines in Texas and 
Oklahoma. 


HARWI TO CLOSE 
ATCHISON BRANCH 


The A. J. Harwi Hardware Co.. 
founded in Atchison, Kan., has 
moved to Wichita, Kan., and the 
business of the company will in 
the future be conducted exclu- 
sively from Wichita, where the 
Harwi firm has had a branch for 
the past two years. The Atchison 
warehouse will be closed, effec- 
tive May 1. 

Officers of the company are: 
Frank E. Harwi, president; C. T. 
Raterman, treasurer; W. O. 
Judd, secretary; George W. 
Paddock, sales manager; O. B. 
Langan, buyer; E. J. Poehler, 
buyer. 
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OUTSTANDING FEATURES 


Perfect and continuous lubrication. Automatic 
Control. Machine Cut Gears. Chain Drive. Arc- 
Welded Steel Frames. Cold Rolled Steel 
Shafting Axles. Low-Down—Easy to 
Repair or Adjust. Duplex, Triplex or 
Quadruplex High Pressure Pumps. 
100, 125, 150, 200 or 300 Gallon 
Cypress Tanks. High Quality Dependable 
Engines. Guns or Booms. Completely 
Equipped Ready for Action. 





Tdi adaaesattta 


~ORCHARD OR FIELD CROPS! 


Spraying activities are on in full swing. Trees and 
orchards now—field and vegetable crops later. No escaping 
the tribute nature exacts. To grow fruit and vegetables 
plant and trees enemies must be destroyed. 


Myers Du-All—traction, tractor or engine powered — 
Sprayers provide efficient and economical service for both 
fruit and vegetable growers. Guns or booms quickly inter- 
changeable give them wide adaptability. New features in- 
crease efficiency. Quality is high. Prices low. Styles for 
any need. We are ready to serve you promptly. 























LADDERS ~ 
of 
QUALITY. BUY 
base risk BABCOCK 
their SPRUCE 
fase SPRUCE LADDERS LADDE anne 


BE SURE 
BE SAFE 











LADDERS 


Air Dried 
Spruce 
With Full 
Strength in 
Ladders for 
Every 
Purpose. 
We pay the 
Freight. 






Champion 
Extension 


W. W. BABCOCK CU., 





Extension 

































Send for 
our 
Booklet 
and 


Price List 





BATH, N. Y. 





Single Ladder Fruit Single 
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Red Devil Glass Cutters 
Have Improved Cutter Wheels 


Made under a new process of pre-greasing under high 
pressure. Applied to all cutters in the Red Devil line at no 
extra cost. Lan- 
don P. Smith, ~ — i 


Nn ‘Se, ‘Wao deme maze 
Inc., Irvington, 


N. J., states that the improvement eliminates the necessity for 
dipping in oil. The maker states that this feature does awav 
with the necessity for buying or stocking self-oiling or soft 
axle cutters and also saves cutting time without any loss of 
efficiency, making the cutter’s work very much smoother. 
Cutter No. 024, illustrated, lists at 20c. Dealer cost is $16.00 


per gross. 








Hemingray Refrigerator 
Flask Type Bottles 


Have hand-cut scenes and panels; 
double concave designs to fit the 
hands. Available in pint, quart, 
and half-gallon sizes, in light green 
or emerald green, with various stock 
and special designs available.  II- 
lustration shows Old Oaken Bucket 
design. Flasks may be used to ice 
and keep cool, water, milk, lem- 
onade, coffee, vinegar, etc. Caps 
and closures (furnished for any size 
bottle), aluminum, plain, satin finish 
or polished; enameled colors, black, 
red and green, and in bakelite. The 
Universal home bottle is a round type, quart size, full 32-o0z. 
capacity bottle, furnished with Kork-N-Seal pressure-proof 
cap, requiring no capper or opener. For home beverage bot- 
tling and kitchen use. Heat-shock and pressure tested; packed 
one dozen to carton. The half-gallon is same height as pint 
ginger ale bottle, of a width to permit easy gripping. Avail- 
able in light green, emerald green, in pint, quart and half- 
gallon size. Hemingray Glass Co., Muncie, Ind. 

















Hemp & Co. All 
Metal Refrigerators 


Offered in six mod- 
els; two lift-lid top 
icer models and four 
side icer models, in 
35, 50, 65, 75, 100 
and 125-lb. rated ca- 
pacities, respectively. 
Synthetic high lustre, 
baked enamel finish; 
outside metal and in- 
side liners of 24-gage 
metal, said to be en- 
tirely rustproof. 
Each liner fused into 
one piece. Each mod- 
el of standard series 
has body finished in green with ivory doors, although white 
cabinets are available. Heavily tinned bar type wire shelves 
rest on new type shelf rests. Between inner and outer metal 
chambers on all sides is 14% in. of “Insul-Tex” insulation, 
dipped in paraffin. Doors insulated with 2 in. of “Insul-Tex.” 
Other features: black, non-warping trim sticks on door open- 
ings; highly polished chrome and nickel brass hardware, with 
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drop handle bar-type locks. Full drawn top with full 
crown roll, removable ice compartment floor, front drainage 
assembly and Sealtite patented copper nickel plated drain- 
age, with rubber insulated tubing to prevent sweating and 
rusting. Hemp & Co., St. Louis, Mo. 





Universal No. 435 
Vacuum Cleaner 


Is a straight suction model equipped with 
a patented thread-picking, self-cleaning 
nozzle permitting fast removal of all sur- 
face litter, such as threads, etc., and non- 
dragging action created through nozzle 
design. Bag is of specially woven cloth 
with wide opening, at top and inner sleeve 
acting as a valve, preventing dirt falling 
back into cleaner or on floor when empty- 
ing. Other features are locking device to 
hold black Japan finish steel 
handle upright when ,not in 
use; vulcanized rubber cast- 
ers; cord-locking device be- 
low switch; simple gravity oil- 
a ing system, and broad-blade 
jo balanced fan. Utility bristle 
bar included. Weight in carton, 16 lb. Landers, Frary & 
Clark, New Britain, Conn. List price, $24.50. 











Voss Laundra Kar 
Listing at $2.65 


Is a strong, light-weight clothes 
basket and clothespin carrier, 
mounted on wheels. It is waist 
high and will fold up, for hanging 
on wall. Voss Bros. Mfg. Co., 
Davenport, Iowa. 








Round Oak “Arrow” 
Coal, Wood Range - 


Available in 
ivory and 
green, ivory 
and tan, full 
porcelain and 
in a semi- 
enamel and 
plain finish. 
Illustration 
shows range in 
full porcelain 
with reservoir 
and high clos- 
et. Has re- 
movable reser- 
voir; also 
supplied with 
high shelf. 
Round Oak 
Furnace Co., 
Dowagiac, 
Mich. 
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RETAILS 


£5 


CENTS 





THEY'RE ae / 


SCREW TOP OPENER 


Instantly loosens stubborn screw covers and caps on mason, preserve 
and mayonnaise jars, olive and ketchup bottles, ete. 

TopOff adjusts automatically for any size cap and holds with a 
wrench-like grip. A twist of the handle and the cap is loose. The opera- 
tion is simple and foolproof. 

Attractive and sturdy in construction. 
Nothing to get out of order. 

One dozen, with colored handles, assorted as desired, packed in hand- 

some display container. Write for sample and quotations. 


TOPOFF 


A NEW PRODUCT BY 


EDLUND COMPANY 


BURLINGTON, VERMONT 





Jaws and gears are tempered 
steel. 


Made by the 
Manufacturers 
of 
EDLUND CAN OPENERS 
AND EGG BEATERS 





A simple twist and 
the top is loose 











Superior 


Hexagonal 
Netting 


Copper Bearing 
Steel wires (.20% 
pure copper). 





PAID FOR—Out of Earnings! 


Find out about it 
Get the interesting 
You only gamble a 


—Not out of capital. money. 
Through a new system of now. 
financing, you can now details. 
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At Your Jobber 


C.F. Wright Steel 
& Wire Co. 


Worcester, Mass. 


SUPERIOR 








have that new display 
equipment you have been 
wanting so long. The in- 
creased trade and profits 
will pay for it. Hundreds 
of hardware stores are 
now enjoying the bene- 
fits of modern Heller 
Display long after the 
extra profits have paid 
for the betterment. You 
can do the same. Every 
day’s delay in improving 
your store is costing you 


Sign in the margin. 


2c. stamp. Tear out this ad 
now while the page is before 
you. Pin to your letterhead 
and mail today. Remember— 
no obligation. 


HELLER 


Business Building Store Equipment 


W. C. HELLER & CO. 


700 Bryant St. Montpelier, Ohio 


mail today. 
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Tear out this ad and 











he 





Self Cleaning Punch 


To save time and labor on leather, paper, cardboard, can- 
vas and cloth punching. Punch knocks out or expels blanks 
or center slugs instead of the cylinder of the punch, 
says American Swiss File & Tool Co., Elizabeth, N. J. Punch 
is similar in design to the arch punch made by the same com 





pany. Spring for the knockout device is of quality spring 
steel and will retain its resiliency indefinitely, according to 
the manufacturers. Available in 17 sizes, from 14 in. diam- 
eter to 114 in. diameter by 16ths. List prices per dozen vary 
from $15 to $38, according to size of hole. Dealer discount 
is 50 per cent. 





Newton Pivot Checks for Single 
Acting Lavatory Stall Doors 

No. 100 for self closing doors and No. 101 for self opening 
doors. C. H. Newton & Co., 247 Atlantic Ave., Boston, Mass., 
states that its use eliminates 
all noise on lavatory stall 
doors. Applicable on _ all 
frontal materials, with wood 
or metal doors. Adjustable 
to insure latching of coin 
locks. The maker states that 
their use prevents cracking 
and loosening of partitions 
and frontals and that they are 
sagless and non-rusting. Self 
lubricating. Pivot bracket 
No. 200 is for doors hung be- 
low top of frontal, while 
bracket No. 201 is for doors 
hung flush with top of frontal. 
Positive check, smooth even 
action. Easily accessible 
valve to control closing speed is provided, also valve to give 
added impulse at the latch if required, as for coin locks. 














New Silex Combination Electric and Gas Models 


Deauville model 
has 550-watt stove. 
Metal decorations 
for upper and 
lower bowls match 
pattern of stove. 
Knob on_ cover, 
feet on stove and 
ring insulating 
handle and _ hold- 
ing lower shell in 
place are of ebony 
composition. No. DE62, chrome, list $17.95; No. DE63, silver 
plated, list $29.35. Six cup models. New stopper for lower 
bowl may be used as a cover when serving coffee, or will 
allow use of the Silex as a tea maker. Slot in cover enables 
winding of string from tea bag, around knob. Beverage poured 
with stopper in place. Used on Deauville and Lido models, 
illustrated. Lido operates at 550 watts. Cord has switch on 
it. Available in three sizes, 4, 6 and 8 cup, in chrome or 
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heavily silver plated finish. List prices vary from $12.85 to 
$28.70, according to finish and size. The Silex Co., Hartford, 
Conn. Deauville model on right, Lido on left. 





“Lawn-Boy” Power 
Lawn Mower 


Listing at $96.50, costs dealer 
$66.20. Weight complete, 82 
lb.; roller entirely eliminated. 
Operator walks behind mower, 
controlling its operation by 
Start-stop control. Outboard 
Motors Corp., Milwaukee, Wis., 
states that air cooled motor is 
fully muffled. Has free wheel- 
in. Cuts 18 in. swath. Will 
cut cleanly through rough, long 
grass, run up steep inclines 
easily, and mow closer to walls,says the maker. 








Savage Sporter Rifle No. 23-D 


Is a 0.22 Hornet bolt action repeating rifle with a five-shot 
detachable magazine, Hi-Power smokeless steel 25-in. barrel, 
one-piece pistol grip stock and forearm of selected walnut, 





rubbed varnish finish. Flat top adjustable sporting rear sight 
and gold bead front sight. Weight about 644 lb. Savage 
Corp., Utica, N. Y., states that it has a new magazine devel- 
oped with positive catch and quick release latch. Offered for 
small game, woodchuck and target use. List price, $29.95. 


Stearns Power 
Lawn Mower 


Is light in 
weight, easily 
handled and 
simple in opera- 
tion. E. 4 
Stearns & Co., 
Syracuse, N. Y., 
states that its 
cutting capacity 
averages about 
four times that 
of a hand mower. 
Operation started 
by stepping on 
Starter and throwing in the clutch. Has but one control, clutch 
lever at cross handle. Proceeds under own power. Although 
particularly for home use, it may be used on club grounds, etc., 
to advantage. Weight 140 lb., shipping weight 175 lb. Steel 
tube handle, Stearns castings. Folding handle reduces storage 
space to 26 in. by 18 in. Simple locking device holds handle 
in proper position. Hyatt roller bearings carry drive wheels. 
Norma-Hoffman ball bearings, sealed to prevent entrance 
of dirt and prevent loss of lubricant, support cutting cylinder. 
Rear roller in three sections to facilitate handling and turning 
of machine. Each section on two roller bearings. Chrome 
alloy steel of heavy lipped edge section used in bed plate 
knife. Special manganese steel in cylinder knives. Cylinder 
built on % in. diameter shaft. Five knives double riveted 
to four malleable iron spider. Engine, 2 cycle, air cooled 
and valveless, 1750 r.p.m., single cylinder. List price, $97.50. 
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Wow, A Ringer---You 


Can't miss this---! 





Orphan Annie Jack Sets 


Printed in Four Colors 
25 Assorted Colored Jacks 
2 Rubber Balls and Cellophane Window 


It will be a fast seller throughout the summer. 

An immediate order by wire will allow ample time 
to take advantage of the spring business. 

Do not delay. Send for samples today! Retails 25c 


ARCADE inc. TOYS 


ARCADE MANUFACTURING COMPANY 
FREEPORT, ILLINOIS 
(CHICAGO TOY FAIR APRIL 25 - MAY 5) 





~(CHICAGO)- 


SPRING HINGES 
THE 
“SIMPLEX” 


Applied Direct 


to 


Door Casing 


without 


Hanging-strip 





The “Simplex” has many features which Dealers will 
find to be excellent selling points. An example is the 
construction of the barrels and web from one continu- 
ous piece of metal, formed so that there are no joints 
where the barrels continue as the web. This avoids ex- 
posing the springs to moisture which would cause rust 
and breakage. 


Send for literature describing other important fea- 
tures of the “Simplex.” 


Chicago Spring Hinge Company, 
CHICAGO acini NEW YORK 











Sas 


There is a wide field for the 
use of products such as mani- 
factured by Stewart. 

You, as a hardware man, are 
the logical one to supply the 
demand for Fence, Gates, Win- 
dow Guards, Folding Gates, 
Balcony Railing, etc. 

Let Stewart be your source 
of supply for any of the items 
shown at the right. Equip 
yourself with our selling litera- 
ture and be ready to convert 
that “next” inquiry into a 
profitable order. 

Write today stating products 
in which you are particularly 
interested. 


The STEWART IRON WORKS CO., Inc. 
814 Stewart Block 
Cincinnati, Ohio 


Ohithintiniciticritieisisiciats 
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Priced Right! Sells on Sight! 


EERLESS LINE 


of Fast-Selling Folding Furniture 


There are only two ways 
to increase your profits 
these days. One way is 
to reduce your overhead, 
if possible. The other, is 
to increase your sales 
volume by adding the 
PEERLESS line of fast- 
selling folding and camp 
furniture. This line has a 
quality look, is of quality 
construction — yet priced 
to appeal to the thrifty, 
without sacrificing the 
dealer’s profits. 








No. 35T 


OUR No. 35 T chair, as illustrated, is only one of the 

many styles, designs and colors that we manufac- 
ture. We also make cots, stools, tables and other camp 
furniture. Perhaps our best known product is the 
famed TUCKER’WAY all-wood folding chair—the 
chair that can’t rattle, warp or rust—won’t turn white 
in the rain, and folds as flat as a pancake. Send today 
for the 1932 PEERLESS catalog, illustrated in colors. 

Address Dept. D-11. 


Use TUCKER-MADE paulins and furniture pads to 
protect your deliveries. Write for our illustrated 
folder and price list. 


TUCKER DUCK & RUBBER CO. 
Dept. D-11 FORT SMITH, ARK. 
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Stanley Automatic Ice Pick No. 175 






Cuts ice the way 
the ice man cuts it, —= 
says The Stanley Rule & Level Plant, New Britain, Conn. 
List price, 25c. Three inch spring in handle makes it un- 
down handle action, says the maker. Steel reinforcing washer 
in ferrule prevents blade from pushing out. Top of ferrule is 
forced into top of handle, locking the two together. Hard- 
wood handle has long comfortable grip. Durable white lacquer 
enamel finish. 











Dalwa Standard 
Lock Nuts 


Consist of two 
component parts as- 
sembled into a single 
working unit—a nut 
proper, and an elas- 
tic steel compensa- 
tor. Seating face is 
provided with a coni- 
cal groove containing 
a ring which is di- 
vided into four equal 
segments by slots. Compensator is an elastic steel washer 
shaped to fit into a groove of the nut. When nut is tightened 
compensator flattens out, acting progressively on the ring 
segments, pressing them on to the threads of the bolt, making 
nut secure, says International Safety Lock Nut Corp., 67 
Broad St., New York City. List price per hundred pieces 
varies from $10 for 14 inch size to $60 for 1 inch size. Dealer 
discount 40 per cent. 








Topoff Jar and Bottle 
Screw Top Opener 


Adjusts automatically for any 
size screw covers and caps. Ed- 
lund Co., Burlington, Vt., states 
that a twist of the handle loosens 
the cap. The maker states that 
operation is simple and foolproof 
with nothing to get out of order. 
Jaws and gears of tempered steel. 
Packed in an attractive display 
container of one dozen, with col- 
ored handles assorted as desired. 
Suggested retail selling price, 25c. 
each. Dealer cost, $2.00 per 
dozen. 





ANCE YOUR LUCK American 
At Foss Bairs Fork & Hoe 
| eters Dealer Helps 


TRUE TEMBER Roo 


The American 
Fork & Hoe Co., 
Cleveland, Ohio, 
has issued new 
catalogs, stream- 
ers and display 
posters for deal- 
ers handling 
True Temper 

< fishing rods and 
Al. Foss baits. Illustration shows an attractive easel back 
display card, in colors, with the caption, “Change Your Luck 
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with Al. Foss Baits and a True Temper Rod.” A consolidated 
catalog of “True Temper” products for sport has been issued, 
which is printed in four colors. This catalog is the first to 
show the entire “True Temper” sport goods line under one 
cover. Streamers in attractive colors have been issued in 
carton style with the caption, “Let’s Get Back to Earth—Make 
a Garden.” Cards with the same slogan, for counter or win- 
dow use, have the same slogan as well as mention of various 
single “True Temper” gardening tools. 





Kenton “Riot Gun” 


Governed by 
crank which cannot 
be taken out unless 
it is in the proper 
position. Cap is ex- 
ploded within the 
gun, and motion of 
strip of caps is 
away from the op- 
erator. Sparks are 
also thrown away from the operator, says the Kenton Hard- 
ware Co., Kenton, Ohio. Packed in colored carton. No. 
480B, all nickel with black stock, and No. 480XB, black gun- 
metal finish with colored stock. 








Atkins No. 100 
Pruning Shear 


Is compact, dura- 
ble and small but 
large enough to 
prune small limbs and twigs with ease without cramping or 
straining wrist or forearm, says E. C. Atkins & Co., 402 S. 
Illinois St., Indianapolis, Ind. For use on citrus groves, vine- 
yards, hedges, bushes, heavy stemed plants, etc. Will accept 
limbs up to 114% inch diameter. Long cutting blade of extra 
high grade alloy steel, taper ground to a keen knife edge with 
a “draw-in” or “shear-cut” movement. Blade strongly rein- 
forced, needs very little resharpening. Blade stop or anvil of 
duro-aluminum which protects knife edge and is easily re- 
placed. Handle has broad knurled grip and knurled finger 
grip. Shear fitted with spring steel handle lock that folds 
in back of handle when shear-is in use. When lock is in 
place shear is tightly closed, enabling operator to carry it in 
his pocket, without injury to his person or damage to blade. 
Highly nickeled and polished, rust resisting. Eight inches 
long; weighs ten ounces. 








Mac-Col “Handy ” Rowing Machine 
Listing at $1.95, is made of a well turned 


tensile strength said to be in excess of 500 

lb. resistance. May be disassembled 

to permit stretching exercises. May 

be stored in any bureau drawer or # 


- wood foot board and handle, with stretch (CS: 
part of special rubber moulded _ with 
ssi 





carried in a suitcase. Green trimed in black, with strong 
leather foot holders. Mac-Col Mfg. Co., St. Louis, Mo. 
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Famous Hill Champion Clothes Dryers 


Hill Clothes Dryers have been known for over 45 years. More than 
a million housewives have found them most satisfactory. An out- 
standing seller in the big Hill line is the Hill Champion. Can be 
used on level ground or hillside. No concrete needed. Base easily 
set. Reel locks on post automatically. Revolving arms enable 
housewife to hang entire wash without stepping out of her tracks. 


Wood parts thoroughly painted. Metal parts rust-proof. Strung 
3 with best cotton line, 3 sizes to hold 100, 115 and 150 ft. of line. 








Good profit. Send for folder and prices. Lightest and strongest 
made. Also manufacturers of Atlas, Spartan and Balcony Dryers. 








HILL CLOTHES DRYER CO., Inc., 40 Central St., Worcester, Mass. 


\ tees 
N. Y. Distribution: Herman Kornahrens, Inc., 111 Murray St. Se mh Geen t 
Tighten. Ne Ratchets. 























HERES THE MARKET 








for rubber tips and humperz 
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JUST OUTSIDE YOUR DOOR 


Every home, school-house, hospital, library, hotel and municipal building in your 
community is a potential prospect for these fast selling replacement items. They have 
thousands of uses on chairs, doors, desks, walls and furniture for the elimination of 
noise and the prevention of scratches. 

Check up on this enormous market, and order your requirements from your wholesaler 
or direct. 

Send For Catalogue No. 50 
Complete specifications and prices on our full line of rubber tips a bumpers. 


Rubber Head Nails 


Carefully molded of unusually durable 
rubber these nails offer good protection | 
wherever inexpensive rubber bumpers are ™ 
required. Six stock sizes. 


SASWHIUNd JILVYLNIDNOD 


STANDARD SINCE 





Elastic Stem Tips 
A tip made entirely of rubber. Used 
for protecting desk top equipment 
from scratching, on desk covers, closet 
seats, and in several larger sizes for 
chair legs. Inserted without the use 
of glue, screws or nails. 


Slotted Screw Tips 
Manufactured to fill the popular de- 
mand for a lower priced bumper to 
be used on door stops, furniture and 
closet seats, and hundreds of other 
places where bumpers are required. 
Supplied 4n several sizes. 


Some of the products made by 
™ATLAS TACK 


CORPORATION 
FAIRHAVEN, MASSACHUSETTS 





MUNICIDAL BUILDINGS 





The ELASTIC TIP COMPANY 
BOSTON _370ATLANTICAVE. __ MASSACHUSETTS 


ATLAS QUALITY HAS BEEN 
ONIIGNVH PY? LHOW8 JAWS 














AN EXCLUSIVE FEATURE OF 


ALL SILVER LAKE 
PRODUCTS 
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Business all around— 


But the hardware trade must work harder to get it. 
The buyer of today is more resisting. 


The Bunting program contacts your trading area con- 
stantly, effectively and economically. 


Send for samples that show how progressive mer- 
chants apply the Bunting idea to improve conditions 
for themselves. 


THE BUNTING SYSTEM 
NORTH CHICAGO, ILLINOIS 

















U.S. 
REFRIGERATOR 
SET 
No. 3 


Porcelain Enamel on Heavy Steel Shapes—Triple Coated 
THREE HANDY DISHES FOR LEFTOVERS 
BUTTER, LARD, ANYTHING 


Food May Be Reheated Without Removing From Dish 


AVAILABLE IN U. S. WHITE - IVORY or GREEN 
Write for circular describing complete refrigerator line 


United States Stamping Company 
Quality Enameled Ware - . Moundsville, W. Va. 


SOMETHING 


NEW! 


RETAILS FOR 
$1.25 


REGULAR $2.25 VALUE 














(iMustration of Swinging Tep Feeder) 


The extraordinary initial demand for this new Red 
Swing Top chick feeder, with sliding compartment, indi- 
cates its immediate acceptance by the poultryman. Be 
sure your stock of poultry equipment contains an ample 


supply of this item to meet demand. Remember, all sizes, 
except the 12-inch feeder, are equipped with the new 
sliding partition. If you do not have a copy of our new 
1932 catalog, write for it today. 


WoEFT & COMPANY 


2305 Davis Street North Chicago, Ill. 








| <—_n aon | 
More Profits for Dealer and Poult 
a ee 








) nred 
Now! A sensational, 


new power oil burner that 
brings full automatic heat .. . as clean, 
quiet, convenient as gas ... at amazing low cost. BURNS 
OIL ACTUALLY CHEAPER THAN COAL. Easily installed. 
Needs no service. Highest quality. DEALERS WANTED QUICK. An 
opportunity for big profits. Sells fastest because lowest priced, cheapest 
to install and operate. $50,000 annually. Write for SPECIAL OFFER 
and complete line. Oil Heat as low as $12.50. Listed as Standard by 
Underwriters. 





LACO OIL BURNER CO., 842 Union St., GRISWOLD, IOWA, U. S. A. 
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Convention Calendar 


AMERICAN ASSOCIATION OF MasTER LocksMITHS FIFTH 
ANNUAL ConvVENTION, Hotel Royal York, Toronto, Canada, 
August 8, 9, 1932. Walter S. Orrell, Grand Lodge secre- 
tary, 206 Pearl St., New York City. 


Dixie Harpware & IMPLEMENT CONVENTION AND Ex- 
POSITION, to be held jointly by the Southeastern Retail 
Hardware & Implement Association, composed of Ala- 
bama, Florida, Georgia and Tennessee; Mississippi Retail 
Hardware and Implement Association and Arkansas Retail 
Hardware Association, Memphis, Tenn., April 26, 27, 28, 
1932. Walter Harlan, secretary, Southeastern Association, 
415 Palmer Bldg., Atlanta, Ga.; Guy Nason, secretary, 
Mississippi Association, Starkville, and L. P. Biggs, secre- 
tary, Arkansas Association, 815 Southern Trust Bldg., Lit- 
tle Rock. 


Iowa Retait HarpwaReE ASSOCIATION 35TH JUBILEE 
CONVENTION AND HarDWARE SuHow, Des Moines, Feb. 7, 
8, 9, 10, 1933. Merchandise exhibit will be held in the 
Coliseum and all sessions in the Venetian Ballroom of 
the Hotel Savery. Philip R. Jacobson, secretary, Mason 
City. 


HARDWARE ASSOCIATION OF THE CAROLINAS CONVENTION 
Columbia, S. C., June 7, 8, 9, 1932. Headquarters, Jeffer- 
son Hotel. Arthur R. Craig, secretary, 804-806 Commer- 
cial Bank Bldg., Charlotte, N. C. 


NaTIoNAL RetaiL HarpwakeE AssociaTIon, Curtis Hotel, 
Minneapolis, Minn., June 20; 21, 22, 23, 1932. H. P. 
Sheets, managing director, 915-935 Meyer-Kiser Bank 
Bldg., Indianapolis, Ind. 


AMERICAN STEEL WAREHOUSE ASSOCIATION CONVENTION, 
Commodore Hotel, New York City, May 17, 18, 1932. 
B. R. Sackett, secretary-treasurer, 505 Arch St., Philadel- 
phia, Pa. 


NATIONAL House FuRNISHING MANUFACTURERS ASSOCIA- 
TION, sixth annual exhibit, Stevens Hotel, Chicago, III., 
Jan. 8 to 14, 1933. Warren Edwards, secretary, 228 N. 
La Salle St., Chicago, Ill. 


MicuHicaN Retait HARDWARE ASSOCIATION CONVENTION, 
Grand Rapids, Feb. 14, 15, 16, 17, 1933. Harold W. 
Bervig, secretary, 1112 Capital Bank Tower, Lansing, 
Mich. 


Hodgman “Fast- 
Flow” Syphon 


Has special mold- 
ed ‘connection _be- 
tween bulb and tub- 
ing, assuring  full- 
volume flow and 
doubling the speed 
of syphoning, says 
Hodgman Rubber 
Co., Malden, Mass. 
Bulb, of large size, 
ribbed for easy handling. Other features: sponge equipped 
filter, spring shut-off on tubing, permitting one-hand oper- 
ation, and adjustable spring clip for fastening syphon to 
crock. Illustration shows display card, given with each 
dozen syphons. The same copy appears on the individual 
envelopes in which syphons are packed. 








Fast-FlowSiphon 
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NOTICE 


May 12th Issue contains a 2-page ad you 
will find interesting—and profitable. Send now 
for acopy of ‘‘ The Big 3—and Profits for Me!" 


FLORENCE STOVE CoO. 
GARDNER, MASS. 


Manufacturers of Oil Ranges, Ovens, Space Heaters, 
Range Burners—Gas Ranges and Electric Ranges 
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Cutters 


are 
the BEST 


LANDON P. SMITH, Inc., IRVINGTON,N.J. 









NOW— * PUSH PINS 
They sell fast HANG uo Tid } 


Our new small 
Counter Displays of 


Moore 
Push-Pins 
Push-less Hangers 


have brought continuous sales to 
thousands of dealers. 





Hold one Dozen Packets each. 
Ask your Jobber for Style “C” Displays today. 


MOORE PUSH-PIN CO., Philadelphia, Pa. 





ALL-ARMORED 
CONSTRUCTION 


A wax-compound top for a flashlight 
battery is out of date now! Eveready 
uses a metal top. In fact, Eveready’s 
power-producing ingredients are sealed. 
in metal. 

Evereadys are in better shape to stay 
fresh in your stock, and last longer in 
your customers’ lights! Display Ev- 
a ereadys. Take advantage of their im- 

ay provements and the national advertising. 


; VER E A : 


ON < 
SATTE 








The Mark of 
Sound Shovel Buying 


Dealers featuring the A-B-W line are placing 
themselves in the best possible position for secur- 
ing the profitable Spring shovel business. 

When you offer such brands as Genuine O. Ames, 
Red Edge, Monongah, Carter Knoxall, Bronco, 
Pony, etc.—it isn’t necessary to explain how good 
they are. 


AMES-BALDWIN-WYOMING SHOVEL CO. 
General Offices: Parkersburg, W. Va. 





A Handsome Shovel-Rack with an Order for Two Dozen 
MODERNIZE 


Your Hardware Store with 


LYO N HARDWARE STORE 


FIXTURES OF STEEL 
Built Strictly to N. R. H. A. specifications. 


Write Today! 





LYON METAL PRODUCTS, INCORPORATED 


AURORA, ILLINOIS 








Now! A COMPLETE NEW LINE 
OF BEAUTIFUL, IMPROVED 





OLD and the NEW. Dotted lines Write for details. 
show height and shape of old 


model “‘Grand Rapids’’ sweeper. 


Bissell Carpet Sweeper Co., Grand Rapids, Mich. 
New York Office & Expt. Dept., 46 West Broadway, New York 
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CLASSIFIED ADVERTISING 
RATES 





Positions Wanted and Help 
Wanted advertisements at Spe- 
cial Rate of one cent a word, 
minimum fifty cents per in- 
sertion. 











Use the “Classified Opportunities Section” to Reach Hardware Manufacturers 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 


apply to “Business Opportunities,” “Sales 
Accounts Wanted” and “Sales Representa- 
tives Wanted” advertisements. 





Set Solid, Minimum of 5 lines.......$3.00 
Each additional line............. .60 
All Capitals, Minimum of 5 lines.... 4.00 
Each additional line............. .80 
Average 10 words to a line 
Allow One Line for Keyed Address 


Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., will not be reforwarded 





BOXED DISPLAY RATES 


1 inch cccccccccccccc ccc ccc OOD 
Each additional fimgh., 2. ccc cccccccs 4080 


Dicccunte. fi for Classified Advertising 
4 insertions, 10% off, 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Position Wanted or Help 
Wanted Advertisements. 


HARDWARE AGE is published each Thursday. 
Forms close Nine Days previous to date of 
publication. 


Address your advertisements and replies to 


HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City 























HELP WANTED 


BUSINESS OPPORTUNITIES 


SALES ACCOUNTS WANTED 





ACTIVE SALESMAN WANTED with 
established following among Hardware and 
Paint Stores to handle the famous Tom Thumb 
10c and 25c line of Paints and Enamels. Ad- 
dress TOM THUMB LABORATORIES, 72 
Warren St., New York City. 





SALESMEN WANTED—A leading Metro- 
politan hardware jobber desires salesmen hav- 
ing a dealer following to travel in each of the 
following territories: Westchester, Upper New 
York City, Bronx, Northern New Jersey and 
Western New Jersey. Address Box J-754, 
care of HarpWARE AGE, New York City. 


HARDWARE STORE FOR SALE—West- 
ern Nebraska, near Colorado line; best located 
hardware business in county seat town. Build- 
ings leased. Will sell merchandise and fixtures. 
Clean stock. Attractive modern store. Good 
reason for selling. Address Box J-770, care of 
Harpware Ace, New York City. 





WANT TO SELL—Old established retail 
hardware business with new fixtures, reasonable 
lease, in progressive North Caroline town of 
over 12,000 population. Large trading area. 
Reasons for selling: Owner desires to retire 
from active business. Address Box J-764, 
care of Harpware AcE, New York City. 





SALESMEN WANTED tto sell new_pat- 
ented products to the retail hardware trade in 
the Metropolitan district and New Jersey. All 
accounts furnished by us. Straight commission 
basis with future for the right men. Address 
Box J-775, care of HAarpwAre Ace, New York 
City. 





POSITIONS WANTED 


POSITION WANTED: Combination em- 
balmer, bookkeeper, stenographer and clerk de- 
sires position with future in some hardware 
store which has an undertaking business in 
connection. Have had practically tiem years’ 
experience. Age twenty-six, Protestant. Ma- 
sonic, Shrine and Modern Woodman affiliations. 
Will guarantee to make and save you money. 
Willing to go anywhere where there is a future. 
Address Box J-774, care of HARDWARE AGE, 
New York City. 








RETAIL HARDWARE MAN with twenty 
years’ experience in both retail and wholesale 
hardware business, sporting goods, paint and 
household supplies. Forty years of age, sober 
and industrious. Capable of taking charge and 
handling men. Can furnish first class _refer- 
ences. Free to go anywhere. Middle West or 
South preferred. Address Box J-603, care of 
Harpware Ace, New York City. 





POSITION WANTED—Young man_ with 
very thorough training in wholesale, retail busi- 
ness. Past eight years selling in retail hard- 
ware, housefurnishing and paint stores. Ex- 
perienced with windows, displays, keys and 
lock repairs. Pricing, care of stock, etc. Rea- 
sonable salary expected, Christian, age 35, sin- 
gle. References furnished. New York and 
vicinity preferred. Address Box J-742, care 
of Harpware AcE, New York City. 





EXPERIENCED HARDWARE MAN, 44 
years old, married, wants responsible position 
with retail store. Eleven years’ experience 
hardware, paint, housefurnishing sporting 
goods and three years wall paper. Understands 
merchandising. Can dress windows. Can give 
best of references. Preference, Connecticut. 
Address Box J-767, care of HarpwAre AGE, 
New York City. 





THOROUGHLY EXPERIENCED SALES- 
MAN, tools or builders’ hardware, former 
Sales Manager, now available on salary or 
commission. Well acquainted with the trade 
from Maine to Texas. Address Box J-771, 
care of Harpware AcE, New York City. 





YOUNG MAN, 33 years of age, 10 years’ 
experience at Hardware and Housefurnishing, 
wishes position on inside or outside work. 
Sales position preferred. Address Box J-758, 
care of Harpware AcE, New York City. 
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SALES REPRESENTATIVES 
WANTED 





MANUFACTURER of high-grade popular- 
priced line of machines for ~home workshop 
will appoint sales representatives calling on 
best retail hardware dealers in New York, 
Pennsylvania, North and South Atlantic States. 
Men appointed must be of high character who 
can present to dealers in a convincing way the 
sales and profit opportunity from proper dis- 
play of our product. Not an easy line to sell, 
but when once on dealer’s floor, he would not 
part with the line. High pressure salesmen 
not wanted. Where line is established, returns 
to salesmen are very satisfactory. Commission 
basis only. Outline territory you cover and 
how frequently. Address Box 7455-A. care of 
Harpware AGE, 802 Otis Building, Chicago, II. 





SALES REPRESENTATIVES WANTED 
with established hardware jobbers trade to sell 
two new patented locks. Straight commission 
basis protected territory. State age, experience, 
company represented and actual territory cov- 
ered. Only those whose reputation can be 
thoroughly examined need apply. Address 
THE THREDLOCK COMPANY, Inc., 1029 
East 163rd St., New York City. 





REPRESENTATIVES wanted in all the 
Larger Cities in the U. S. Men who are con- 
stantly calling on hardware dealers. To carrv 
side line to introduce to dealers. but sell 
through jobbers. Commission. Advise present 
connection and experience. Address Box J-768, 
care of HArpwArE Ace, New York City. 





MANUFACTURERS’ AGENT WANTED, 
domestic and foreign, for new fifteen-cent ar- 
ticle. Exclusive territories open for organiza- 
tions calling on hardware, department, paint. 
general stores and jobbers. Give outline of 
organization, territory covered and some prod- 
ucts you are now distributing. Address Box 
J-765, care of Harpware Ace, New York City. 





ROPE SALESMEN wanted for New Jer- 
ey, Delaware, Pennsvlvania, New York, Mich- 
igan, Indiana. Sideline 5% commission. Ad- 
dress UNITED FIBRE COMPANY, 82 South 
Street, New York City. 





WE NEED one more good line for Hardware 
and Electric Jobbing and Retail Trade for the 
Eastern Seaboard. Now representing one of 
the largest manufacturers of Electric Fans 
and Ventilators in the country. Wide ac- 
quaintance with Electric, Hardware and De- 
partment Store trade. Address JOHN E. 
— 2 East 23rd Street, New York 
ity. 





MANUFACTURERS’ REPRESENTATIVE 
wishes additional factory lines for Chicago 
and Milwaukee territory. Call on wholesale 
and hardware, factory, mill supply, wooden- 
ware, paint and housefurnishing goods trade. 
Twenty years’ acquaintance. First class im- 
ported lines also considered. Address Box 
]-766, care of HarpwarE AGE, New York City. 





EXPERIENCED HARDWARE _ SALES- 
MAN wants hardware line or lines to sell from 
factory to tétail dealers in central and western 
Texas territory. Address Box J-769, care of 
Harpware AGE, New York City. 











SALES ACCOUNTS WANTED 


BUILDERS HARDWARE MAN with 
twenty-five years’ experience, located in Syra- 
cuse, N. Y., would like to onen up as a Manu- 
facturers’ Agent Handling Builders’ Hardware 
and Builders’ Hardware Specialties. Would 
like to hear from various concerns that would 
be interested in same. Am 41 years of age, 
married and have three children. Address Box 
J-763, care of Harpware AGE, New York City. 








There’s a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales - producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 











HARDWARE AGE 























INDEX TO ADVERTISERS 

















THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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If your trade 


demands 
the best— 


and the strongest 








"THE CHAMPION line of shelf brackets meets 
every requirement for quality, at prices which 
enable you to meet competition at a profit. 














No. 88J, pictured above, has no brace to inter- 

fere with shelf space underneath. Yet, its arch- 

brace-girder construction makes it actually 
stronger than the old style brackets. 








Send for catalog showing this and 300 other 
Champion items. 


THE CHAMPION HARDWARE Co. 
GENEVA, OHIO 








NOW— 


DOUBLE IN SIZE 
NO ADVANCE IN PRICE 


Today GOTTSCHALK’S METAL SPONGE 
is the biggest value ever offered for 10c. Made 
twice its former size of the same high quality 
special bronze alloy . . . packed in the sanitary 
Cellophane bag and nationally advertised it 
Give this 


item prominent display and 


appeals instantly to every housewife. 
fast turnover 


watch sales increase. 


Write for Samples and 
Price List 


Metal Sponge Sales Corp. 
John W. Gottschalk, Pres. 


Lehigh Avenue and Maseher Street ) 
Philadelphia, Pa. ; 


THE ORIGINAL-SANITARY 


NGE 




















Stock and Profit with 


“G&B” QUALITY Products 


POULTRY NETTING 
: STRAITLINE FENCING 
GALVANIZED HARDWARE CLOTH 
“PEARL” —COPPER 
BRIGHT and ROMAN BRONZE 
SCREEN WIRE CLOTH 


The Gilbert & Bennett Mfg. Co. 


Established 1818 America’s Oldest Woven Wire Factory-Manufacturers 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 
New York City Georgetewn, Conn. Chicago Kansas City, Me. San Franeisco 


WIRE 
Goops 


Gé 


QUALITY 


Propucts_ 4 
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Brass Head Rustless 
Numeral Thumb Tacks 


For use on Windows, 
Screens, Storm 
Doors, Furniture, 
Shelves, Bins, etc. 
Numbers run from 1 
to 25, 26 to 50, 51 
to 75, 76 to 100. 
25 Numbers on each 
block, 12 blocks in 
a box, 12 boxes in a 
carton. Retail at 10¢ 
for 25 numbers. De- 
mand them from 
your jobber—if he 
cannot supply you 
write us. 


Robt. E. Miller, Inc. 
35 Pearl Street 
New York, N. Y. 



















TO SELL MORE 
BOTTLE CAPS 


@ NATION-WIDE 
SERVICE 
Branch stocks in all the 
larger cities. Prompt and courteous 
service everywhere. 


@ BIGGEST VALUE 


« The world’s standard. 
Maximum sealing efficiency at low 
cost, uniform quality, full count. 


@ GREATER PROFITS 


No complaints, no losses, 
more repeat business. More re ae 
buy these caps than any other 
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It doesn’t take much money to 
put in a real stock of FLYded 
insect spray. Just about half of 
that of other sprays, yet your 
profits are bigger, quicker, and 
surer. Low price, real quality— 
that’s why. 












FLYded not only sells itself— 
but it also brings women into your 
store to buy other merchandise. It 
offers such outstanding value and 
its quality is so exceptional that 
you can feature it on special bar- 
gain days. 




























The killing power is absolutely guaranteed, it is 
fragrant and stainless. FLYded is the only nationally 
known insect spray selling at popular prices. The 
season is at hand. Lose no time in sending for free 
samples and prices. Or why not try a small supply 
—and guarantee yourself a real sale and big profits? 
Order from your jobber or write us for nearest 
distributor. 
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MIDWAY CHEMICAL CO. 
5235 W. 65th St., Chicago, Ill. 


(J) Rush order attached to this coupon, 
[J] Rush samples and prices of FLYded at once. 


EN IINIII 5.555 0rd 058-60 wre nad 6 ease Sle ei Rint e: ip ele ere ak alee 








INSECT SPRAY 
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BUILD BUSINESS ON 
THIS REPUTATION 


Nationally known, universally used and 
immediately recognized Lockwood 
Builders Hardware is a line whose merit 
has been proven over and over. A line 
that stands out from competing prod- 


ucts by its own quality and distinction. 


When a customer wants door fittings 
that are distinctive, that will not only 
give long service to his home or build- 
ing. but will be born of true crafts- 
manship and inspired design, you 
should suggest Lockwood. Show sam- 
ples of the newer Lockwood models, 
and explain their wide use---how they 
adapt themselves to every decorative 


treatment. 


~ Stock, display, suggest, sell Lockwood 
Builders Hardware, and profit not only 
in dollars and cents but in the assurance 
that your customers are getting the 


finest products that money will buy. 

















LOCKWOOD HARDWARE MANUFACTURING COMPANY 


NORWAL K . . CONNECT c UT 
HARDWARE AGE 
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